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Nia sy- Cabinets were selected for these apart- 
ments because of their many outstanding features. 
They are being selected daily for thousands of homes, 
both large and small. 

It will pay you to learn what Nu-Style Cabinets offer! 
Actually, there are important reasons for Nu-Style 
Cabinets being in such big demand. 

Nu-Style’s modern design is in perfect harmony with 
the latest models of ranges and refrigerators . . . their 
rounded edges ‘“‘line-up’’ perfectly with those of the 
range and refrigerator. And .. . being made of thor- 
oughly kiln-dried Ponderosa Pine, they can be enam- 
eled any color or finished natural. 

Builders find that Nu-Style Cabinets are easy to 
install and Dealers find them easy to supply. 

See Nu-Style Cabinets and other Bilt-Well Products 
shown in Sweet's Architects’ and Builders’ Files or 
write us today for more complete information. 


CARR, ADAMS & COLLIER CO. 


Dubuque, lowa 
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“Typical of the Fifty Installations 
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Basement Windows e Breakfast Nooks e 
Bilt-We torm Sash & Screen Unit e 


trances e Exterior Doors e Gable Sash & 


Louvers e Gli-dor Kitchen Cabinets e 
| © Ironing Board Cabinets 
Linen Cabinets e Medicine Cabinets 
Mantels e Nu-Style Kitchen Cabinets e 
Screen D. t & Window creens e hut 
ters e Stair Parts e Superior Windows e 


Telephone Cabinets © Utility Window 
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Samuel G. Wiener and Witliam B. Wiener, Architects 


GETTING DOWN TO DETAILS—TELEPHONE RACEWAYS ARE IMPORTANT 


The smaller a home is, the more it makes little 
refinements stand out. Well up on the list with 
today’s homeowners are the neatness and 
convenience of built-in telephone facilities. 


If you select locations for telephone outlets 
in advance, you can avoid exposed telephone 
wires on walls and woodwork. A few lengths 
of pipe or flexible tubing, placed inside the 
walls during construction, wili carry the wires 
to the outlets. 


For homes of any size, your Bell Telephone 
Company will be glad to help you plan modern 
telephone arrangements. Just call your Tele- 
phone Business Office and ask for “Architects 
and Builders Service.” 








BELL TELEPHONE SYSTEM 























It's a bigger home — with 35 square feet more living 
space than ordinary houses of the same dimensions. 
And it’s packed with sure-fire selling features 
— features that appeal to customers and make them 
buyers. No wonder builders have been so quick 
to recognize its big profit opportunities! 





ECONOMY HOMES 


Six beautiful models of P&H 
Economy Homes with perfect 
gg — 24 ft. wide by 32 
t. long. Your choice of three 


attractive floor plans — 2 or 3 
bedrooms — with or without 
basement. 





$6,995! That's the price of this well-constructed P&H ing strength and rigidity are built into permanent wall 
Economy Home, complete. ready to move into. Builders sections that are 14 times stronger than customary 
say it's the home they've been waiting for — the construction! 
home that’s designed to tap the heretofore unserved 

mass market! 


Make More Profit in '49 
Builders! Write, wire or phone us concerning the P&H 


Erected in a Single Day! Franchise in your territory. It's a big profit opportun- 
One day, not weeks or months! P&H Economy Homes’ ity! Speedy erection means—quicker occupancy — 
come from the factory 83% complete. Quick erection quicker sales — more houses — more profit. Get in 
really pays off — ties up your money for a shorter Step now. 


time—eliminates months of waiting for your customers. 


Sound Construction — Durable 


HOMES 


303 Spring Street 
Port Washington, Wis. 


They're sound basic dwellings. No unnecessary or 
costly frills but true charm, beauty and generous space 
for living. Strong and durable, too — because amaz- 
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Today you can install beautiful Mosaic tile at less e« 
Method! For here is 


n of tile right over plaster, brick, metal, concrete 


Mosaic’s fast, economical Lockart 


permits direct appl 


or plastic wall-board 





st than ever before with 


an exclusive process that 


You save time, money, labor. Application costs 


on new work are reduced as much as 30%. You'll save t 


ip to 40% on renovations. 


iW HARMONITONE lino | 


Furthermore, only Mosaic brings you amazing 


HARMONITONI remarkable new range of 


tlazed wall tile colors (1 


SO g color coordi 
nated with 24 unglazed floor tile colors (2), all 
chosen to harmonize with each other and pro- 


vide a tile color range never before available. 
No Metal Lath or Scratch Coat Required 


When yout specify Mosaic tile and the Lockart 
Method, no structural changes are necessary. 
There’s no dirt 


conducted by the U. S. Testing Laboratories 


no mess. Moreover, shear tests 


THE 
ti ou tn CET ford 
TILE COMPANY 
Member: Lule Cow f Ap 


Over 2000 dealers to serve you © Offices in principal cities 


NATIONAL REAL Estate AND BUILDING JOUKNAL 


demonstrated that 


plaster wall-board \ 


Mosaic tile, attached to 
vith the Lockart Method 


withstands shearing pressure equivalent to 


about 2800 Ibs. to t 


Sizes 


6” and 6” x 3” 


Finished in u 
usual ceramic mos: 
SIZCS pasted about 
sq. It. to the sheet. 


Today! 


NAME 
BUSINESS 
ADDRESS 


July, 1949 


he square foot! 


n See how distinctive Mosaic tile is doing 
Lit an outstanding job in remodeling 

and on new work in many types of 
buildings. Use the coupon, consult your 
Mosaic dealer or your local Mosaic 


office. (See the latest Mosaic folder 


in Sweet's Catalog.) 





. 2-5 THE MOSAIC TILE COMPANY, Zanesville, Ohio 


‘ DEPT 
Please send me | 


This is Mosaic Tile Name of nearest Mosaic dealer 


Streamline Tile Jobs with the Lockart Method | 
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For lapped-siding, some stock sizes other than 
4 x 8-foot are ideal. Eighteen inch siding, for 
example, cuts out of 3-foot wide panels exactly. 





Cabinets, built-ins, storage-walls, sliding doors— 
whether shop-fabricated, built on-the-job, or con- 
structed by the home owner—all can utilize stock 
plywood panel sizes 





Soffits, gable-ends, fascias, other architectural 
treatment—all can utilize varying stock sizes 
with economy and ease of application 





For remodeling for refinishing attics and base 
ment rumpus rooms . Stock sizes other than 
4x 8 are often ideal—saving installation time 
and labor 
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Douglas Fir Plywood’s 


STOCK SIZES® 


permit more exact specification 
... with full material utilization 


Because big, rigid, durable 4 x 8-foot panels 
of Douglas fir plywood are so easy to use, so 
versatile and so perfectly suited to so many 
applications, this “modern miracle wood” 
ranks as one of America’s preferred build- 
ing materials. 


Other stock sizes, too (see below) now mean 
even greater usefulness for remodeling and 


new construction alike. 


For many applications, you'll find a stock 
size that will fit the need exactly-—without cut- 
ting, without trimming-—and with full utiliza- 


tion of the material. Many other needs will be 


* LENGTHS: 


S} celal 4 
PLYWOOD 





WIDTHS: 


N14 3) 30”36"42" 48” 


(Some grades limited to fewer sizes) 


60”72" 84" 96"108"120" 144” 


met with less sawing and fitting-—a substantial 
saving of both on-the-job and mill-work costs. 

Complete data on stock sizes, thicknesses 
and grades of Douglas fir plywood are detailed 
in Sweet's File, Architectural. Or you may 
write for the 1949 Basic Plywood Catalog (a 
reprint of Sweet’s). Other ideas for using gly- 
wood’s stock sizes are contained in “The Wood 
of 1,000 Uses.” For your copy, address the 
Douglas Fir Plywood Association office nearest 
you: Tacoma Bldg., Tacoma 2, Wash.; 848 
Daily News Bldg., Chicago 6; 1232 Shoreham 
Bldg., Washington 5, D. C.; The 500 Fifth 
Avenue Bldg., New York City 18 





e 
Douglas Fir ...:: 


LIGHT, 





Interesting wall treatments are made easier when 
planning with various plywood stock sizes. In re 
modeling, such panels are especially convenient 
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PLYWOOD’ 





For scores of farm uses, stock sizes of varying 
length and width will meet many building needs 
exactly. Here again—Exterior should be used 
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December 20, 1948 
Kimberly-Clark Corporation 
Neenah, Wisconsin 


Gentlemen: 


Our experience with Kimsul insulation during the past few 
years has been most satisfactory. We found it particularly 
Suitable for the Buckner house, a very special project of 
ours in Carmel, California. 


Prominent architect selects 
KIMSUL for low cost, 


In addition to fulfilling the wishes of our client, we 
wanted to prove that low-cost homes can be erected in a 
short period of time and still be attractively designed, 











high insulating efficiency 








As you can see, 


which have created 
country. Naturally, 
build many more houses just as interesting and dramatic in 


We therefore selected Kimsul for its low cost and high 
insulating efficiency. As usual, it proved to be 
exceptionally easy to install, and helped to keep 
construction moving along rapidly. 


the Buckner house has many unusual features 
considerable interest all over the 


we are very proud of it and hope to 


The dramatic new home of design. And, of course, we'll continue to use Kimsul 







Mr. and Mrs. Robert Buckner, overlooking 


insulation. 


the Pacific Ocean, near Carmel, California. 
Jon Konigshofer, Designer and Builder. 






Designers and builders of every type 
home across the country are discover- 
ing that it pays more to insulate with 
KIMSUL. For KIMSUL offers an excep- 
tional combination of low cost and 
high insulating efficiency (0.27). 
KIMSUL is the only many - layer 
stitched blanket insulation, and pro- 
vides an entirely different kind of 


America’s Finest New Homes 
Are Insulated With KIMSUL |! 


Very truly yours 


pm Kreiner, 


Jon Konigshofer 
Designer and Builder 
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comfort. “KIMSUL comfort’’ means uni- 
form temperatures throughout every 
room in the house! No thick spots 
—no thin spots where heat can leak 
out. KIMSUL comes in light, handy 
compressed rolls, so it’s easier and 
more profitable to install. No need for 
skilled workmen or expensive machin- 
ery. And the fire-resistant PYROGARD* 
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** 


cover is an exclusive feature of this 
fine insulation 

For further information and free 
technical literature, see your KIMSUL 
dealer. Or simply write to: 


KIMBERLY-CLARK CORPORATION 
KIMSUL Division * Neenah, Wisconsin 





*T. M. Reg. U.S. & Can. Pat. Of. 








“+ BumDERS. special’ 
St ncing A New 


HOTPOINT 


Hotpoint round models range from 30- to 50-gallon 








sizes in the new “Builder’s Special” line. One or two 


Calrod Units may be specified for any size. 
* 
Hotpoint table-top models are available in 30- and 


40-gallon sizes. One or two Calrcd Units may be 


specified for 40-gallon size only. 


ff 








Pes sae 
10-YEAR 
Magnesium Rod REPLACEMENT 
Available — 
Where Necessary 


* 
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Low Cost Line Of Famous 


WATER HEATERS 


Our Name Is Right...Our Price Is Right 
..- And Your Profit Ils Wonderful! 





Now you can equip your new building projects with America’s most famous elec- 
tric water heaters at the same low cost and for the same high mark-up formerly offered 
only by less desirable makes! 





Yes, Hotpoint—America’s leading manufacturer of electric water heaters — presents 
a new line made expressly for builders. Called “Builder’s Specials,” they combine 
Hotpoint’s traditional quality with new manufacturing economies which in no way 
| ieee affect performance. The resulting savings mean more profits for you! 


All nine "Builder's Special” models offer Hotpoint’s famous “Magic Circle Heat’ of 
pressurized Calrod® Units, automatic thermostat, heavy-duty tank, thick Fiberglas® 
insulation plus all the other features which have made Hotpoint America’s largest- 
selling electric water heater. See your Hotpoint dealer for all the money-making details. 
Hotpoint Inc. (A General Electric Affiliate), 5600 West Taylor Street, Chicago 44, Illinois. 
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Everybody's Pointi ng To 








> 
RANGES + REFRIGERATORS + WATER HEATERS + DISHWASHERS + DISPOSALIS® | 
CLOTHES WASHERS + DRYERS + IRONERS + CABINETS & SINKS + FREEZERS 
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Protect your investment, reduce 
maintenance costs, with the 
rustproof, fire-resistant material 
that needs no painting. 


REYNOLDS 
[lifetime 


ALUMINUM 
Building Products 






















New Stipple-Embossed 
Corrugated, 5-V Crimp, 
Snap-Seal Roofing and 
Weatherboard Siding 
Reyn-L-Side Factory-Painted 
Siding for Home Renovation 
Embossed .004”’ and Rey-Kool 
19” Selvage Built-Up Roofing, 
Industrial Corrugated 
Half-Round and O.G. 

Style Gutters 

and Downspouts 

Residential Windows 
Casement, Fixed, 

Picture and Awning Types 
Reflective Insulation 


Flashing, Nails 





All Accessories 








Alumi-Drome 
(all-purpose prefab) 


REYNOLDS METALS COMPAN 
Building Products Division ~— nee 0 


~< 


’ 


yOu SEE fu 
YOu KNOW IT'S NOT 


Louisville 1, Kentucky 





REYNOLDS 
Lifetime KUMINUM 


BUILDING PRODUCTS 





4 Reynolds Metals Company, i 
1 Building Products Division, | | 
1 2016 South Ninth St., Louisville 1, Ky. 1 
1 From the listing above, | am particularly interested in the ] 
1 following products. Please send complete information. 1) 
' 
| 
1 ae _ 1 
I i i | 
| Name Title i 
Company a t 
1 Address. 
1 City Zone State 1 
ed 


Luanna aaaeaawnensaae 








Letters to the Editor 











Dear Editor: 

We have received very good buyer and public ac 
ceptance to our Construction Warranty (Journal, May 
1949). Today many builders and realtors are com 
plaining of the slow real estate market. We feel that 
through an extensive advertising campaign of Burns 
Better-Built Bungalows, our Construction Warranty, 
and our 50th Anniversary brochure that we are going 
to be able to increase our sales and take advantage of 
the negative thinking of many people throughout the 
country. 

For the first five months of 1949 we have sold $2, 
389,000 worth of property, an average of $479,000 a 
month. This compares with $1,358,000 the first five 
months of 1948. So far during the month of June we 
have sold $424,000 worth of property; $220,000 was 
during the last month, $93,000 of this brokerage prop 
erty, the balance new construction that we are build 
ing. 

We feel that this is largely attributable to our con 
centrated advertising campaign, assuring the buyer a 
well-built house and of the stability of our firm in 
being willing to stand behind its products. 

— Franklin L. Burns 
Denver, Colorado 


Dear Editor: 

As usual the current number of National Real Es 
tate and Building Journal contains a number of very 
instructive articles. 

In connection with the short article on the subject 
of writing classified ads, I was interested particularly 
in the comment that ads should be written from the 
viewpoint of the prospective purchasers who will read 
them. I agree heartily with this and would like to 
bring out one more point in this connection. 

We have been experiencing a declining market fon 
the last several months and we all find purchasers who 
are holding off buying because they feel that the 
market is going still lower. I don’t think there is a real 
estate salesman in the country who hasn't encountered 
this attitude during recent months. 

In spite of this, here are some actual quotations 
from ads: “Price Reduced,” “Reduced Again,” “Cut to 
Bone,” “Owner Must Sell and Wants Offer,” “Best 
Offer Takes It,” “Must Be Sold Today,” “Asking $15, 
000 But Make An Offer.” 

To the prospective purchaser this sort of thing sim 
ply confirms the fecling he already has and makes him 
more determined than ever not to buy. People who 
use expressions such as this in their ads are actually 
spending their good money to discourage people from 
calling on their ads. It doesn’t make sense to me. 

— A. H. Sturgess 
Atlanta, Georgia 


Dear Editor: 

I noticed with interest your new page on situations 
concerning ethics, and although I do not wish my 
name published in connection with it, I should like 
to see the following question answered: 

If an agent has a firm offer from a buyer, and, be 
fore the offer is accepted or rejected, another buyen 
expresses interest in making a larger offer than the 
one the agent has, should the agent dispose of the 
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These are the Grade Trade-Marks 


that appear on all 


Douglas fir doors officially inspected 


by the Fir Door Institute! 











FOR THE FDI 

OFFICIAL STAMP of inspection 

and certification on every Douglas fir door 

you buy. It’s your assurance of the right 
door for the right job every time. 

FDI inspection means controlled uni- 
formity in workmanship, appearance and 
grade. To you that means superior quality 
doors that enter trade specifications. The 
standards are those officially promulgated 
by the U. S. Department of Commerce. 

Always look for the FDI Grade Trade- 
Mark. Be sure it says “FDI” on every fir 


door you buy! 








FIR DOOR INSTITUTE 


Tacoma 2, Washington 


NATIONAL REAL EstTaTE AND BUILDING JOURNAL 





The FDI grade trade-mark certi- 
fies that doors so marked meet 
Commercial Standards CS73-48 
for quality, and have been ofh- 
cially inspected by the Fir Door 
Institute. A notarized certificate 
of inspection will be furnished at 
the buyer’s request. 








‘Do You Know 
YOU CAN INCREASE QUALITY 
AND ai tafe ery ae thy A) 


by using all 
SISALKRAFT PRODUCTS 


1. SISALKRAFT Reinforced Building Paper 


SISALKRAFT is the best sheath- 
ing paper that money can buy! 
Costs very little more than ordi- 
Mary tar paper ut it Costs 
less to apply. Use SISALKRAFT 
for OUTER WALLS over sheath- 
ing... for INTERIOR WALLS, 
asa vapor- barrier (FHA-ap- 
proved) . . . UNDER WOOD 
FLOORING . .. UNDER RUB- 
BER TILE for “‘on-grade” floors 

. OVER SUB-FILL (under 
concrete slabs) . . . under radiant tie ated floor slabs. 


2. SISALATION Reinforced Reflective Insulation 


At about $25 per 1000 sq. ft., 
SISALATION saves 50% or 
more, compared with bulk or 
blanket-type insulation. SISALA- 
TION also costs less to apply. 
Provides BOTH sidewall insula- 
tion and vapor-barrier (FHA-ap- 
proved). Lining attics with 
SISALATION makes them more 
livable and attractive. ¢ SISALA- 
TION and SISALKRAFT, used 
together, provide modern DRY 
WALL construction... SISALA- 
TION for effective insulation and 
vapor-sealing from the inside . SISALKRAFT for weather- 
sealing from the outside. Highest QUALITY construction at 
low cost! 


3. COPPER ARMORED SISALKRAFT 


For about 75¢ per window or 
door opening, you can get this 
pure copper flashing. Highest 
quality, low-cost, enduring pro- 
tection... for flashing door and 
window openings, foundation 
damp-coursing, ridge roll and 
other flashing, waterproofing 
shower stalls . . . and other con- 
cealed flashing uses. 














See Sisalkraft Insert in 
Sweet's BUILDERS' File 


Use all three 


QS 





~ 

products for 
quality housing 
at low cost 






t= j saeeeseseeeeeesesssaesseaes sy 
4 _ | 
- The SISALKRAFT Co., Dept. \It. 205 W. Wacker Dr., Chicago 6, Ill. : 
8 Please send data on all three Sisalkraft products and tell me where @ 
§ I can buy them. ' 
a ' 
a a 
- Name : 
' L] 
: Address - 
' 1‘ 
City, Zone & State ~ 
' | 
Trrrrerrrrrrrrrrrrrrrrrtrtirrr?t?tttrtrtrreeeeler a 





The SISALKRAFT Co., Chicago 6 * New York 17 * San Francisco 5 





first offer and refuse to take the second offer, or should 
he submit the second offer also? 

These situations often arise and the agent does not 
want to be in the position of auctioning one buyer 
against the other, and vet he wants to let his owne: 
know what is going on. 

Realtor of Mobile, Alabama 


Answers 


A broker is always employed by the owner-selle1 
and receives his commission from said seller except 
by special agreement. He therefore is the agent of the 
seller and is obligated to submit the highest and best 
offer at all times. The mere fact that a previous lowet 
olfer has been submitted to the owner does not relieve 
the broker of his obligation to submit the new on 
higher offer. 

— Henry B. Waltemade 
New York City 


If this office were confronted with the problem in 
volved, and assuming that the offer was neither ac 
cepted nor rejected, we would feel a moral responsi 
bility to submit both the original and the higher offer 
to the owner for consideration. 

— Ronald Chinnock 
Chicago 


Our policy has always been to make a very careful 
appraisal of any property we are offering for sale in 
order to arrive as closely as possible to the existing 
fair market value. The property is then exposed to 
the market at that price. The first offer that incets 
our asking price and terms takes the property. 

If we receive an offer for less than our asking price, 
we would then consider a higher offer up to the tim 
we have accepted the first offer. 

We feel that it is our business to know what cu 
rent market values are, and when an offer is received 
at that asking price, no higher offers are considered. 
Of course, the exceptions are the deals that come un 
der the supervision of the Probate Court or Circuit 
Court. 

— Arthur F. Bassett 
Detroit 


Dear Editor: 

I'm a one-man office, but in my opinion any broker 
or office, large or small, not reading every issue of 
the JOURNAL from stem to stern and keeping them 
for reference is missing the boat. 

— Horace Shrope, Realtor 
Atlantic City 


Study Your Tactics 
| EALTORS are often careless in listing property; 
the listing contract is not complete in every d¢ 
tail; it does not show the plat, the actual dimensions, 
the perfect legal description which will later appeat 
in the conveyance, with the exact easements and re 
strictions, nor the homestead credit. A few more min 
utes saves hours of wasted effort and promotes expert 
handling. 

Co-operation does not mean merely splitting the 
commission. Courtesy, thoughtfulness and thorough 
ness are a great combination. 

If vou work real estate hard, it’s easy, and if you 
work it easy, its hard. You don’t stand still in the 
real estate profession. You cither go ahead or drop 
behind. 

—A. J. Mihm, Dubuque, in the 
lowa Realtor. 
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NOW... 


100 sheets mean 100 deals 


Actual Size — 81/) x 10 


TRADEX MANUA 


THE TRADEX MANUAL 


Copyrighted —name registered) 


... a boon 


xe yy_:~=Ct real estate 














ASKING SOA 1K 1A 
Ms a sgh i salesmen 
= | ask 
REAL 
ne 
L_ = : = a everywhere 
TORE 1 . « MIC TR DUI PAY INT BY 
SDUSTRIAL — nd WIG—TR DUE PAY INT BY 
ROUND—10T TOTALS 
AANCH--FARM EQUITY 
OUSE’S CASH 
MIG TR DUE PAY INT » 
NOTES DUE PAY INT 
OTHER UE PAY INT 
UE PAY »~ 
ASK kT - ° 
TOTAL TO TRADE seat The book of Removable Worksheets which spell 
INCOME EXPENSES UNIT 
SEE LISTING OTHER . + , - “7 - * , 
the difference between SUCCESS and CONFUSION 
PR RIY WANTED 


VY CHECK THESE FEATURES 
FOR YOUR 


Y Correlated information means 
TIME SAVED. 


WV Coordinated efforts of all sales- 
men mean MONEY SAVED. 


W Effective presentation immedi- 
ately of all possible exchanges. 


W Final riddance to scratchpaper 
notes and the haphazard mem- 
ory. 


¥ New opportunities revealed in 
the organized cross - indexing 
process. 


¥ Entries and indexing add up to 
new efforts for your salesmen. 
Each new entry compounds the 
possibilities . . . a real challenge 
to the ambitious. 


NATIONAL REAL Estate AND BUILDING JOURNAL 


for the REAL ESTATE SALESMAN ... . an 


end to office confusion and haphazard memory. 


More and more Real Estate is 
moving into a trader's market. 
Every salesman equipped with 
TRADEX will 


realize the 


greatest earnings. 


BUSINESS 


Mailed anywhere 
in the United 
States 


$2.00 








THE TRADEX MANUAL 
POST OFFICE BOX 91 
SALT LAKE CITY, UTAH 


Please send me 
per copy. 


copies at once C.O.D. at $2.00 


Name 


Address 
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Kitchen plans amazingly {loyible with 


NE-WIDTH KELVINATORS! 


Your client can choose from 6 


new Space-Saver Refriger- 






ators, 31’s\ wide... 4 New | MODEL FR 6 
Ranges and Home Freezer = 
39° wide! oe 
— 
— 
— 
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MODEL ER 483-C 


7 


MODEL RS 





— ~~ | MODEL ER 483 


EXCLUSIVE! Architects and builders the country over are 
finding kitchen planning easier than ever—with one-width 
Kelvinators. [ts insurance against costly changes—for what- 
ever Kelvinator model is chosen. according to the client's 


budget—it fits the floor-plan ex actly. 


Only Kelvinator offers the flexibility of uniform-widths 
for easier kitchen planning. Simplify and save—by specifying 
Kelvinator! 


GET MORE... 


(ax Kchnunatovr 


“‘Space-Saver’’ Package for apartments and low-cost homes! Get Kel- 
vinators 1919 “Space-Saver” refrigerator. Tt is full 6 cu. ft... but only 
24in. wide. Range is only 21 in. wide, with advaneed design permitting 


installation flush against wall. Top-of-the-line quality throughout 
For information, write Kelvinator Division, Nash-Kelvinator ¢ orpo 
ration, Detroit 32, Michigan. 
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dV Wee How Is Your Local Reputation? 


and BUILDING 
OURNAL 


i] OFTEN wonder if some real estate men and home builders 
realize what their local reputations really are. 


In our editorial forays into the field to get ideas used by successful 





firms, we frequently ask prominent business men such questions as 
Established in 1910 these: “What are the leading real estate firms here, in your opinion?’ 


VOLUME 50 NUMBER 7 or “What do you find people are saying about Smith’s houses?” 


CONTENTS Phe answers are highly revealing. Fellow townsmen are in a posi 


tion to know whether or not you have a reputation for reliability, 


JULY 1949 or the opposite; for aggressiveness, or the opposite; for giving good 


value, or the opposite. 
Better Tenant Relations . .. How to Build 


Them By Vincent P. Bradley 16 Phis third-party appraisal of your reputation is more important 


How to Avoid Pitfalls in Real Estate Agree- to you than it may appear. 





ments — By Armel C. Nutter 20 Your prospective customers are asking similar questions. Families 
People Make Slums 22 don’t buy homes like they buy groceries. Usually they invest in but 
Hampton Village . . . Shopping Center one or two homes in a lifetime. They need to have complete confi 

With Ideas 24 dence in the integrity of the firm with which they deal. So, having 
Put Sales Punch in Your Advertising little experience to guide them, they make inquiries before they take 

By Robert E. Scott 26 the plunge. They ask their employer, or their banker, or their home 
Importance of Kitchens in Rental owning neighbor. 

ia eae ay Soman ee ” \ ‘ bile manutacturer once said that 65°; of 

promine nt automobi! 1 nk { ‘ 
Homes Our Readers Are Building 30 the people who buy cars know in advance of negotiations which 
Convince the Seller to Sell on Terms brand of car they will buy. They have made up their minds before 

By Earl B. Teckemeyer 32 hand as the result of thorough investigation 
Real Estate Snceme Survey - This local reputation of yours is your most valuable asset. Now 
Results of Building Rate 34 that we have entered a period when buyers are discriminating and 
Beoklet for Tenants 34 cautious, it is more important to your success than ever. You need 
The Law Savs referred business. 

By George F. Anderson $5 Obviously, a good reputation isn't accomplished by one fell stroke 
Product Progress 36 It takes months and years of painstaking effort. The 26 little deci 
Arizona Economy House 39 sions you made this morning, and the 45 minor ones vou may make 
Tax Facts this afternoon all go into weaving the pattern of your business as it 

By Bert V. Tornborgh 40 is known to others. “You can rely on Brown's houses. He alwavs 
Among Ourselves 42 gives good value.” “Smith has a fine reputation for counseling with 

sii you accurately and honestly.” “Jones is too high pressure he does 
Cover photo by a lot of newspaper advertising, but they say his sales staff is divided 
Harold M. Lambert Studios into three parts one-third starting, one-third staying, and one 


third leaving.” 
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“Good tenant relations are maintained if inspections are made semi-annually in “Confining tenants with children to first and second floor apartments is 
° . e e é P . . is . ont aS 
search of rule violations, subletting, needed repairs, careless housekeeping” important. Also, keep .the exterior landscaping attractive for tenant families 





BETTER TENANT RELATIONS.... 
HOW TO BUILD THEM 











Cornerstone of good apartment tenant relations is to screen appli- 
cants thoroughly first, require them to sign apartment rules agree- 


ment. Rules enhance relations by requiring promptness in rent 
By VINCENT P. BRADLEY 


payment, cleanliness, safety, quiet. Then, give immediate atten- Realter 
Trenton, New Jersey 


tion to service requirements; make rentals payable only at your 


office; be pleasant; give properties a semi-annual inspection 
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“Insist that rent is in your office on due date or a rent sign gues on the apart- 


“Collections, tenant relations, class of tenants are far better without rent 
ment. Tenants sign agreement that rent sign can be posted if they are delinquent” 


collectors. Don’t permit superintendents to rent apartments, collect rent” 


IMETIMES I think we forget 
>) 


that tenants are people ... hu 
man beings with feelings like ou 
own. Right now they are sensitive, 
loaded with concern about where 
they can find other housing if 
forced to move. And we also forget 
that the tenant of today is the buy 
er of tomorrow. With just and con- 
siderate treatment, every tenant 
have can be a good-will am 
bassador for you. 

During the past five years much 
of our apartment house manage 
ment has been confined to about 
100 buildings for the Federal Pub 
lic Housing Authority. Many 
nomically-unsound five- and seven 
room apartments had to be con 
verted to smaller apartments. 

Good tenant relations of an al 
together different type had to be 
established for this kind of man 
agement if our office was to have 
the minimum of difficulty in our 
work and the tenants have the best 


you 


cco- 
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possible comfort and living condi 
tions. 

Unlike our other apartment 
house management with resident 
superintendents, this type of man 
agement required more stringent 
regulations. Heat, hot and cold wa 
ter, gas and electric services were 
included in the rents, along with 
the usual kitchen equipment. Ten 
ants shared work of cleaning halls 
and stairways and entrances. 

Grounds other than those for 
two-family buildings were serviced 
by firemen servicing water heating 
and house heating equipment. 
Since the first few months of the 
inception of this management, 


about six years ago, there have been 


no vacancies and less than $150 was 
lost in rent. ‘There was no loss of 
income because apartments had to 
be personally occupied as well as 
rent paid within 24 hours of vacat 
ing by a former tenant. No inex 


cusable loss of shelter was caused 
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by people paying rent and leaving 
on a honeymoon or vacation while 
hundreds of homeless sought shel 
ter, sorrowing and suffering for lack 
of it. 

At no time in all of our years of 
management, have we ever permit 
ted apartment house superintend 
ents to rent out apartments. They 
showed them and kept their build 
ings in good order but never did 
we permit an apartment house su 
perintendent to pass on an appli 
cant or rent an apartment. There 
fore we escaped all the disgraceful 
“skakedowns” by superintendents 
that have been going on in too 
many cities for too long a time 
None of it would have happened 
if owners and management agents 
handled applications, apartment 
renting, and rent collection in their 
main offices. 

We gave up rent collectors in th 
early days of depression, after 25 


vears of using them, and never 


17 











again shall we go back to them. 
Collections, tenant relations, turn 
over, class of tenants and exper- 
ience all around, is far superior 
without them. Our tenant regula 
tions comprise an agreement sign 
ed and forming a part of the 
monthly tenancy agreement. Copy 
was filed with OPA at the outset as 
well as with our State Tenement 
House Agency, local boards of 
health, police and fire departments. 
Tenants sign these regulations and 
if they do not comply strictly with 
all regulations they are required to 
vacate. 

Fenement house, police, fire, 
health, building inspector and OPA 
courts have backed us up 10096 on 
this, even during emergency years, 
showing it can be done if we will 
but take the trouble to do it. Better 
still, it builds and helps us main 
tain a very high degree of good 
tenant relations. Good tenant r« 
lations based on mutual under 
standing of regulations no matter 
how alleged irksome, must be main 
tained. This results in tenants re 
cognizing soon’ that they are the 
ones benefitting most by the en 
forcement of these regulations. 
They get more comfortable living, 
and are secure in knowledge then 
apartment, large or small, is made 
a home of contentment. 

If they exercise care in the use of 
their living space, protecting walls 
and fixtures from soil and damage, 
necessary renovations are made for 
them. Of our tenants, 98°% paint, 
trim and _ shellac, or stain their 
floors, if provided with the mate 
rials. We do necessary papering to 
keep rooms invitingly clean in ap 
pearance. It costs nothing to permit 
tenants to select patterns of wall 
paper with a price limit of $.30 
a roll, paying the extra costs if they 
want something more expensive, 
vet controlling patterns and color 
blending, so an incoming tenant 
will not be upset by it. Requiring 
trim and painted walls to be of 
standard shades, impairs no tenant 
relations as resourceful tenants get 
more colorful effects with 
curtains or draperies. 

You cannot have good tenant re 
lations unless you are thorough in 
your 


use of 


investigation before renting 
them. We process a minimum of 
five applicants for every apartment, 
being certain to have an applica 
tion in writing filled? out 100°% or it 
is not accepted. An inspection is 
made as to how thev live now and 
how they lived in their previous 
abode. A credit report is obtained 
for verification of their answers and 
other valuable information 
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Confining tenants with children 
to first and second floor apartments 
is important; so is refusing to rent 
to tenants seeking storage space ol 
any kind. If a married couple has 
no children, two to three rooms is 


the largest unit they may have. 
Larger units go to larger family 
units. 


Nothing has contributed more 
to the acute shortage in housing 
than the inexcusable waste of space 
in homes and apartments by occu- 
pants who do not use from one 
fourth to one-half of the rooms o1 
space. 

Start out with well-investigated 
tenants having good records trom 
every standpoint. During the past 
five years there have been about 
ten applicants for every available 
apartment anywhere in our land. 
Due to the huge number of mar- 
riages and births this acuteness 
will continue lor some years, so 
there is litthe excuse for taking an 
undesirable tenant. This system 
should result in superior tenant re 
lations. 

You cannot have good tenant re 
lations if you fail to give immediate 
attention to faulty wiring or fix 
tures, leaky plumbing, inadequate 
hot water or heat. 


Insist that the rent is in your 
ollice on due date or within a day 
or so therealter or a rent sign goes 
on the apartment. Tenants sign an 
agreement that a rent sign can be 
posted if they are delinquent. Pro 
vide convenient facilities for rent 
paving from 8 a.m. to 5:30 daily. 
Require tenants to write requests 
for repairs on a handy memo pad 
dated day of request with carbon 
copy fora superintendent ot main 
tenance and other copy for office 
record and follow up. If tenants 
are leaving, goodwill is made more 
permanent by a_ letter express- 
ing regret about their going and 
stating their tenancy has been a 
very satisfactory one and offering 
to re-house them il 
is available. 

Good tenant relations are main 
tained if your inspector makes in 
terior apartment inspections at 
least twice a vear in search of regu 
lation violations, subletting, care 
less housekeeping. A tenant is told 
if housekeeping is good. When let 
ters are written reminding tenants 
violations must cease, it can be 
written pleasantly with a personal 
appeal for cooperation. 


necessary if 
space 


Count 10 and see that your staff 
members do likewise. When an 
swering the phone, get hospitable 
tones into vour voice instead ol 
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hospital ones. People calling should 
be greeted pleasantly, listened to 
courteously. If the request has 
merit and can be granted, do so 
promptly and cheerfully. If not, it 
can be denied in a way no sting is 
left. If the owner will not approve 
what they want done, it may not 
be blamed on the owner and it 
should not if you are an efficient, 
loyal manager. However, the ten 
ant can be made to know you are 
powerless to help. 

Surely you do not have to be 
reminded to write tenants a brief 
note of sympathy if death over 
takes one of the family, a note ol 
congratulation if a new baby ar 
rives, or a child graduates from 
school is honored or gets married. 
This makes friends of tenants. 


Tenants will like buildings you 
manage and your office better if 
you are certain to require building 
superintendents to wear at all times 
summer- and winter-weight wash 
able jackets and trousers in their 
working hours. It makes their ap 
pearance neat and clean and gives 
vour buildings a more favorable ap 
pearance. 

Basements should be kept as 
clean and attractive as the main 
entrance foyer and halls of your 
apartment buildings. Walls, ceil 
ings, floors, and window frames 
should be kept freshly painted and 
thoroughly clean at all times with 
nothing left on sills or floors visi 
ble to the eve. Tenant storage bin 
of slab or solid wall construction 
should be kept clean and in good 
order by the tenants at all times 

Good tenant relations are im 
paired if entrance to buildings, 
hallways, and stairways, as well as 
interior of elevator not 
kept spotless at all times. 


cabs, are 


Ventilation is important in mak 
ing and keeping of good tenant re 
lations. So often cooking odors get 
into halls from apartments, giving 
a bad impression to users of the 
building. Your building superin 
tendents can lessen or eliminate 
this with a bit of care or by usé 
of a product in halls during cook 
hours which banishes the of 
fensive odors promptly. 


ing 


It is most appropriate at holiday 
evidence of 
Christmas about vour buildings if 


time to have some 


it is only a good-looking wreath 
ribbon on. the 
door. It is 


and red entrance 
thoughtful inex 
pensive personal touches that make 


tenants 


these 


management and 
proud to be a tenant of a building 


respect 


so managed. 
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Rules for Apartment Tenants 


All rents must be paid on the due date, in advance, at the 
office of the agent or by mail as no collectors will call. If 
not paid within three days of the due date, agent is 
authorized to place a rent sign on the door of apartment 
and exterior of building, so that apartment may be rented 
to another tenant 

Upon vacating, tenant will clean apartment thoroughly 
dusting walls, woodwork, scouring gas range, cleaning 
thoroughly plumbing and electric fixtures and removing 
all rubbish or refuse from the apartment and premises 
Should tenant desire to vacate premises, written notice of 
one month must be served on the agent, on or before the 
due date of the rent. 

All monthly tenancy agreements must be signed by every 
gainfully employed member of family occupying the apart 
ment 

No lights shall be left burning while apartment is unoccu 
pied 

No honking of herns permitted on street in front, side or 
rear of house by callers or tenants to attract attention 
Trenton ordinance prohibits it. Violators may cause fine 
to be imposed. Honking disturbs sleep and comfort of 
neighbors and tenants 

No subletting of any portion of apartment for any period 
to anyone is permitted 


interior of building and vestibule entrance, also porch 
must be in clean and attractive order at all times leaving 
no furniture or toys thereon when not in use. Third floor 
tenant or tenants must clean hall and stairway third to 
second floor, those on second floor-hall of same and stair 
way to first floor; while first floor tenant must clean 
entrance hall, vestibule, porch, front yard and sidewalk 

No tenant will be permitted to string electric wires from 
lighting fixtures. They must use receptacles for the con 
necting of radios, lamps, or other equipment needing 
current. Lighting fixtures cannot be used for this purpose 
Sufficient receptacles will be installed for ordinary use 
If not sufficient number to suit tastes and requirements 
of tenants, such additional receptacles as needed by ten 
ants must be installed at tenants expense, provided such 
installation is done by no one other than duly licensed 
electrician and in accordance with electric code of munici 
pality and rules of Utility Company. Installations must be 
left by tenant when vacating and kept in good working 
order during the tenancy, at the expense of the tenant 

That electric current and gas service be not wasted, ten 
ants must agree to use low wattage electric bulbs, except 
ior reading. Electric fixtures, gas range burners and other 
electric and gas equipment must be thoroughly cleaned 


and kept in good working order during tenancy 


&. Children under seven years of age cannot be left alone in 22.No use of front porch by anyone other than first floor 
apartment unless under supervision of adult or competent tenants while rear yards may be used by all tenants. Mall 
child above fifteen years of age ways and all entrances shall be used by no one, at any 

9. No dogs, cats or pets allowed in or on premises by tenants time, for any purpose whatever, excepting as a means ot 
or kept by guests of tenants entering or leaving premises. Fire escapes are to be used 

10. All garbage must be securely Wrapped in newspapers and only in emergency. Children are not permitted to use 


kept in metal containers with lids tightly closed thereon 

and inside the apartment only. No containers or garbage No signs of any kind may be displayed on exterior of 

may be placed on fire escapes, in halls, on back, front o1 building, in vestibule, hallways, exterior of floors or in 

side porches or in yard. Garbage must be placed at curb terior of windows visible from outside, other than name 

by tenant in the early morning hours of the days appoint on mail boxes at entrance, which place in a position read 

ed for collection. If containers are used at curb, they must ily available for use of postman 

be returned to interior of apartment by tenants promptly 24.No solicitors shall be permitted by tenants to canvas ten 

after garbage has been collected. If inspection discloses ants of the building 

violations, tenants will have to vacate No rehearsing or practicing of musical selections on musi 
11. No shaking of dust mops or dust cloths out of windows cal instruments of any kind by learners or musicians shall 

at any time is permitted. Dust mops may be shaken into be permitted in the apartments by the tenants or their 

newspapers in bathroom after apartment has been cleaned guests, that interferes with comfort of other tenants 

and bathrooms cleaned last. 26. Radios must be tuned at all times so that tenants of 


same at any other time 








12.No plants, refrigerators, containers. mops or articles of neighboring apartments will not be annoved. All radios 
clothing of any kind may be placed on exterior of window must be tuned very low after 11 P.M 
sills hung out of windows, or left on fire escape 27. No use of any apartment permitted by occupants or guests 
13. No milk bottles shall be left anvwhere in halls, at or near for purposes other than strictly private, quiet residential 
doors of apartment, in vestibule, at entrance to building use. No side line business or profession of any kind, shall 
or on front, side or rear porches or steps but must be be conducted therein 
placed in container provided by tenant at entrance to 28. Wallpaper patterns and color of paint used in building 
premises in a location where no one will fall over them shall be approved by agent and no tenant shall be per 
and merchants delivering milk will find it convenient to mitted to paint, wallpaper or paint walls without approval 
deliver or collect bottles to or from containers of agent 
14. Clothing, laundry or packages must not be left outside of No nails shall be driven in wells other than short picture 
doors of apartments in the absence of tenants. Do not nails and hooks, to prevent walls being damaged 
throw discarded newspapers in hallways 30. For a distance of about 2 feet at each side and 5 to 9 feet 
15. No loud talking permitted in apartments from windows above and on ceiling over and around sink, drain and gas 
to people on outside of building or at front door. It range, shall be placed with thumb tacks or scotch tape in 
disturbs quiet and comfort of fellow tenants. Converse the wall, at the expense of the tenant oildoth or wax 
with visitors within your apartment, not at front doors paper or other covering to prevent walls and ceiling being 
in halls or on entrance walks stained or splashed from cooking or use of plumbing fix 
16. Regular semi-annual inspections of interiors of apartments tures. If not done, and walls are soiled tenants will have 


must be permitted at reasonable times, by agent or repre 
sentatives 

7. No exposed food shall be left for any period of time by 
tenants after meals. It must be kept in tightly closed 
containers to prevent attracting insects 

18. No electric or gas heaters may be used in apartments 
All fixtures must be kept in good order to prevent short 
circuit: of electric current, escaping gas and wastage of 
utility service. If natural ice is used, every precaution 
must be taken by tenants to prevent pans from overflow 
ing causing leakage resulting in damage to apartments 
below. Lf damage occurs, for which tenants are responsible 
latter will have to pay cost of repairing the damage. Ice 
must not be left on entrance steps or front porches 

10. Halls an. stairways must be kept clean by tenants on each 
floor sharing the labor with neighboring tenants so that 


to repaint or repaper Same as soon as Ins} ection discloses 
violation 

Paper or oilcloth must be placed on shelves of drawers 
and closets to prevent damage to paint 

Runners, such as throw rugs, rubber mats or similar cov 
ering, must be placed on hardwood floors at door entrances 
and wherever heavy usage is made of floor where regular 
rugs do not cover to prevent floors being scratched and 
damaged. If walls are soiled rear of low back couches or 
chairs by heads of tenants or guests all of room will have 
to be repapered at the expense of the tenant 

All furniture must have coasters under casters or under 
legs to prevent scratching floors 

When unoccupied, windows of apartments must be closed 
tight and all shades drawn to bottom to prevent wallpaper 
fading or being damaged by the elements 
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A you go into the preparation of 
an agreement of sale, think of 
the parties in interest the buyer 
and the sellet and you'll avoid 
many of the pitfalls in real estate 
agreements. 

When you list that contract 
and I go back prior to the agree 
ment of sale for the moment be 
sure the people with whom you 
have taken that listing are compe 
tent; be sure the contract 1s legal; 
be sure that if the man had three 
wives, he obtained proper divorces 
or that they are dead. 

During the past two months, we 
have had instances of four people 
who came to us to list their proper 
tv which thev could not have sold 
even if we had wasted our time 
and monev on them. 

There was a veteran who came 
in the other dav. He couldn't carrs 
his property and wanted to sell it. 
l.o and behold, he had a wife who 
was only 19 vears old, and there he 
was, in the middle of that situa 
tion. His job had dropped out from 
under him. There was no need for 
me to sav to him, “We can sell vou 
property,” because we couldn't do 
it. (Now a procedure has been pro 
vided in this instance, by proper 
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Agreement of Sale adopted by the Camden County Real Estate Board Revised 1948. (25) 


econd Part, hereinafter called the “Buyer.” 


& Chew & Sons Co 


Printers of Legal Blanks, Camden. N. J 





Chis Agreement, MADE THIS... .. day of 


of the First Part, hereinafter called the “Seller” and 


under the following conditions: 


court procedure, to handle this 
particular situation.) 

You have a duty to analyze such 
a case immediately and see what 
else vou can do to sell him. In that 
instance, we asked him to vacate 
the property. We are going to lease 
it until that minor becomes 21 be 
cause he doesn’t have any debts 
and he cannot go into Orphan’s 
Court to clear it up. A male G.1. 
of World War II, by statute, can 
mortgage or convey a property if 
he is 18 years old in New Jersey. 

These are some of the things 
which, if vou will think of in ad 
vance, will save vou money and also 
help the other fellow. 

When you prepare the legal 
agreement of sale, don't just sav, 
“We are selling House No. 323 x 
Street.” Be sure you put a legal 
description in it. Be sure the legal 
description in that agreement. is 
a proper legal one. Go over the 
deed and see that it was prepared 
properly. 

My reason for saving that is this 
Many of vou live in an area where 
vou have party walls. The house is 
over the line. There is nothing you 
can do about delivering good title 
to that without going out and get 





By ARMEL C. NUTTER 
President, Nutter Mortgage Service 
Camden, New Jersey 


ting a warranty or a quit claim 
deed from the neighbor. 

If there is a joint driveway, stop 
and think, “Does he have the prop 
er use of that driveway? Does the 
other person have the proper use 
of it? Has it been properly dedi 
cated?” 

I lost a good mortgage this last 
week because two neighbors could 
not agree. They erected something 
right up the middle of the drive 
way and, because of spite, neither 
of them could use their garage. 

If vou have an exclusive contract, 
you can make sure, of course, that 
the sale is delivered, provided on 
of a hundred other things that vou 
don't foresee don’t happen. But thi 
usual facts are that if a man ren 
eges or doesn’t go through with 
that deal, you are in a position to 
force it if it is under standard form 
and both the man and wife have 
signed your exclusive listing agre¢ 
ing to sell and convey at a fixed 
price 

While Tam on that point, I think 
it is almost advisable for every 
Board to adopt a standard form of 
agreement of sale. You will have 
no trouble, normally, when vou go 
to a person and he commences to 
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When preparing an agreement of sale, be sure it carries the proper 


legal description. Adopt a standard form for such agreements to 


avoid unnecessary trouble. If the purchase is subject to a mortgage, 


be sure you know the terms of that mortgage. The only safe way 


to transfer title is to convey it out to a third party and back. A sale 


can be made where a corporation has forfeited its charter. Don't 


have an agreement of sale extended on a verbal word. Be sure it 


is in writing. These are a few of the “‘do’s and don‘ts” discussed 


in this article, first presented by Mr. Nutter at NJAREB’s Sales Clinic 


fiddle and fool, or his attorney 
comes in and says, “We don't want 
this clause or that,” for we say, 
“Well, this is the thing that is in 
general use, that everyone uses, 
whether they are a member of the 
Bar, a Realtor, or a private indi 
vidual.” So vour deal will be easier 
io sign. 

However, in this contract, if the 
purchase is going to be subject to 
a mortgage, be sure you know the 
terms of that mortgage before you 
let that innocent purchaser go in 
and take subject to it. Maybe the 
mortgage is overdue; maybe it will 
be called the next day; maybe in 
his plans he doesn’t expect to stay 
in that property for 10 years and 
he may want to sell it — and un- 
der the mortgage he may not have 
the privilege of paying it off, and 
he may be embarassed. There may 
be restrictions in the chain of title 
that call for the forfeiture of the 
title, like a liquor clause. There 
may be other easements in it with 
which the property doesn’t comply. 

We had an agreement of sale the 
other day that hit me rather hard. 
It was signed properly, all in good 
shape, and the man lived down at 
the seashore. The settlement came 
up for Friday, and his wife wasn’t 
well. The deed was all prepared, 
the title was out, but the purchaser 
had not wanted to take title. How 
ever, we knew those tacts, we talked 
to the people, and we extended the 
time of settlement until Monday 
because it would be more conven 
ient then for the seller to go down 
to the seashore, get the deed exe 
cuted before the notary, and bring 
it back to attend the settlement on 
Monday morning. 

The result this: We took 
their word. We lost the commission 
on it and paid some damages be 
sides. What happened was that the 
purchaser, who did not want to 
buy, came in with his attorney. 
They made a tender. We did not 


was 


NaTionaL REAL Estate AND BUILDING 


have the deed there. The seller was 
not at the settlement, and as a re- 
sult, he was out of his bargain, even 
though the purchaser verbally 
agreed to extension for settlement 
and later denied it. 

We set up a detense and went 
into court. If the man had told the 
truth, he would have been bound. 
But it was just one person's word 
against another's that he had 
agreed to the extension. So, if you 
have an extension of a time for 
settlement, be sure it is in writing 
and with adequate consideration. 
Take nobody's word for it. You are 
the one who loses. 

Phese are things that are expen 
sive to learn both to you as a bro 
ker and to vour client, but they 
are easy for you to learn. You take 
a mortgage and bond in the state 
of New Jersey. If you extend the 
time of payment of that mortgage, 
and there is a subsequent owner at 
the time you do it, you automatic 
ally release the obligation of the 
original obligor on the bond un 
less you have him consent to the 
same, or unless you have a specific 
waiver. 

It was expensive to learn this 
lesson. The original obligor made 
a bond in mortgage. He came in 
and sold subject to the mortgage 
without an assumption clause. A 
vear later the original mortgagor 
came in when the mortgage ma 
tured and verbally requested an ex 
tension of the mortgage for the 
new purchaser, We arranged to ex 
tend it for the new purchaser which 
was verbally negotiated by the orig 
inal owner. We did not get him to 
sign his consent. Subsequently, in 
vears the equity in the property 
became less valuable than the face 
of the mortgage and we foreclosed 
the mortgage. It was contested, and 
as a result we lost a considerable 
sum, because we had not obtained 
the written consent of the original 
obligor; if it had not been extend 
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ed and permitted to run as overduc 
we could have collected. 

If you change the terms of any 
instrument in any of these sales 
that vou sell subject to, be very 
sure that you get the consent if you 
expect to hold the original obligor 
on the bond and if you fore- 
close, even if he is not the present 
owner, make him a party to the 
foreclosure suit. 

Ihe safest way to transfer title 
is to transfer it from man and wife 
out to straw and back. We have a 
statute in New Jersey where undet 
many circumstances you may trans 
fer direct. I] am not going to try to 
tell you the effect of it. But in cer 
tain instances where you have a 
tenancy by the entirety, you may 
create atitle that is void. The safest 
way is to convey out to a third pat 
ty and back. 

Where a corporation has for 
feited its charter, many people 
think that a sale cannot be made. 
That isn’t correct. If the charter 
was forfeited prior to 1935 in New 
Jersey, you can get the surviving 
trustees as statutory trustees to join 
in the deed and give you a good 
title without any lien of the Stat 
for corporation taxes. However, 
since 1935, it will be subject to the 
tax lien if it was forfeited for non 
payment of the corporate taxes. 

In your agreements of sales, ma 
ny times you expect, if you have 
an extra lot or two, that the mort 
gagee will release part of that for 
a certain consideration. If you find 
that they are the things which you 
want to cover, then it should be 
set out definitely in your agreement 
of sale as to that provision, partic 
ularly if you are taking back a pur 
chase money bond in mortgage. 

Be sure to set out that he has the 
privilege to prepay the mortgage 
on certain conditions, whether it is 
the event of a bona fide sale, what 
the penalty will be, if any, or if it 
is after two vears or after five years. 
Whatever the facts are, be sure you 
set them out clearly. 

When extending an agreement 
of sale in which vou have the right 
to forfeit the deposit or sue for liq 
uidated damages, be sure there 1s 
an ample consideration for the ex 
tension of the agreement. Other 
wise, if vou merely move it from 
January | to January 15 without 
any consideration, vou mav_ find 
vou do not have an extension 

It is important to have some sub 
ordination leases, 


clause in your 


particularly for commercial proper 


(Please turn to page 33 





Health and sanitation laws would correct much of the deplorable 
condition of this filthy kitchen. And a little housekeeping would 
help, too. The odor was so strong here that it was difficult for 
the cameraman to stay long enough to get the picture. Yet another 
kitchen in the slum area is shown below in spotless condition. No 
evidence of grease, dust, uncleanliness could be found anywhere 
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NATIONAL 


People 
Make 
Slums 


ry get the actual tacts about 

slum conditions in the nation’s 
capitol, the Washington Associa 
tion of Home Builders made an in 
tensive study of the two principal 
slum areas recently visited by 
United States Senators lemple 
Court and Dixon Court. These 
facts, along with recommendations 
for solving the problem, were ably 
presented in the June issue of 
Washington Home _ Builders 
Monthly. 

In the study of the two courts, it 
was found that there is only one 
owner occupant. \ll the other 
dwellings are rented; in ‘Temple 
for $10 per month; in Dixon for 
$12 to S14 per month. Ino some 
instances the entire house is rented 
and occupied by a single family. In 
other cases one family rents. the 
house and sublets a substantial pon 
tion. In some instances different 
rooms of the house are rented to 
separate families directly by the 
property management office 

Each structure contains four 
rooms and in a tew houses a differ 
ent family occupies each room. All 
of these houses are brick structures 
None have electricity. None has in 
side plumbing although cach one 
has running water in the back vard 
and an outside toilet connected to 
a sewer line. 

In Temple Court, there are 13 
dwellings which house a total of 52 
people, an average of four persons 
to a structure. There are 31 dwell 
ings in Dixon Court; | for 28 
structures (in three there was no 
one at home 


, 
’ 
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The following conclusions were 
made from the surves 

First, there is a mal distribution 
of the population among those liv 
ing inthe two courts. In some struc 
tures there are as few as two per 
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In the nation’s capital, Senators 
took a Cook's tour of slum areas 
within walking distance of their 
office building; returned to the 
Senate Floor intent upon a multi- 
million dollar public housing bill. 
Conditions were horrible, they 
said. And they were right. But 
they were wrong as to how 
these conditions came about and 
that more public housing would 


correct decayed living areas 


sons whereas others house many 
people. In the great majority of 
cases there is either an under con 
sumption or an over consumption 
of space. 

Second, the income level of the 
occupants of most dwellings is sub 
stantially higher than was indicated 
in newspaper reports. With very 
few exceptions the income of the 
occupants of each unit was at least 
$40 a week. In the houses in which 
the income was low, most of the 
occupants were found to be on 
reliet. 

Third, the living habits of many 
of the inhabitants are not what 
thev should be. Most of them are 
poor housekeepers. The manner in 
which the interior of a few of the 
dwellings are maintained shows 
conclusively that all of the houses 
could be kept in sanitary condition 
if the occupants were so disposed. 


(Please turn to page 34) 





What Would Cure 
Washington Slums? 


After their intensive survey of 
Temple and Dixon Courts, the 
Washington Home Builders Associa- 
tion made the following recommen- 
dations for curing the slum areas: 


e Enforce existing housing and 
sanitary laws. 

e Enact laws necessary to insure 

maintenance of houses in a 

safe and sanitary condition. 

Require certain improvements 

to be made. 


Require tenants to adhere to 
certain fundamental principles 
of good housekeeping. 


Permit those residing in the 
structures now who are on pub- 
lic welfare to move into exist- 
ing public housing if they so 
desire. 
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Decayed food, empty bottles, other kinds of debris litter the back 
yards of this slum area, yet such areas can be kept clean and neat 
as shown below. Both areas reflect the living habits of the occupants. 
If health regulations were enforced, both would be kept clean. 
Operation of moving outside plumbing facilities indoors would be 
relatively simple; could be done without displacing a single tenant 
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The Village has a potential trade population of 600,000 


Hampton Village... 





Shopping Center With Ideas 


e@ Each tenant contributes 1% of gross sales to 
center's advertising fund 


@ Retailer applicants must be aggressive, have 
access to leading brands 


@ Public relations department promotes seasonal 
festivals, various activities 


e@ Three square feet of parking area for every 
square foot of floor space 


@ No neon signs; parking area and buildings il- 
luminated by spotlights 


@ Every building has individually-controlled air 
conditioning system 


e@ Center located in hub of seven highways with 
trade population of 600,000 


e A group of downtown stores uptown, where 
the customers are”’ 
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\ \KE no little plans — they have no magic to stir 
J men’s blood.” This slogan is pinned on an archi 
tect’s perspective in the office of Realtor Harry Brin 
kop, builder of Hampton Village in St. Louis, one ot 
the world’s largest shopping centers. 

This slogan signifies something special for thos 
who know Harry Brinkop, for 20 years ago this St. 
Louis real estate man started to formulate plans fon 
Hampton Village. Today, through constant persist 
ence to acquire 25 acres of property in the heart ol 
the richest residential district in St. Louis, Hampton 
Village, though now only 25° completed, already 
has 68 tenants .. . 36 stores, 32 doctors. 

Located at the hub of five U. S. highways and two 
state highways, and only a 10-minute ride from the 
city’s richest suburbs, Hampton Village has a poten 
tial trade population of 600,000. The property was 
acquired only after 19 pieces of litigation and legis 
lation were handled by the city council of St. Louis. 
Zoning restrictions had to be removed, streets had to 
be closed so the Village square would not be bisected 

\rranged in a courthouse square plan, the Williams 
burg Colonial-stvle shopping center will eventually 
include 110 store units in 11 buildings, reach an ap 
proximate cost of $14 million. All of the five buildings 
are postwar, except the huge Hampton Village Man 
ket, built in 1941. Another building program will get 
underway in 30 to 60 days. J. C. Penney Company 
will occupy the only three-story building in the Vil 
lage October 1 with an available 75,000 square feet 
of floor space. 

Designed to facilitate drive-in shopping in an areca 
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convenient to middle-class shoppers and above, thx 
Village promotes its facilities as “a group of downtown 
stores uptown, where the customers are.” Actually, 
parking convenience in the Village is one of the out 
standing reasons why the center draws trade from ev 
ery section of St. Louis. There were accommodations 
for 2500 cars, a ratio of three square feet of parking 
area to every square foot of floor space, facilities which 
exceed the combined total of the city’s 32 shopping 
centers. Parking area is located in the front as well as 
in the center of the Village, all parking within a short 
walk of any shop. 

Built of natural red brick with white trim and 
green tile roofs, all the structures are two-story, ex 
cept that of the Penney store, providing room for fu- 
ture expansion. Basements have 10-foot ceilings and 
second floors may be used for expansion. New build- 
ings in the Village have 17-foot ceilings on the ground 
floor, providing space for the addition of mezzanines. 
Mr. Brinkop says space expansion up to 150°% is pos 
sible without outward alteration. 

The retail units have 20-foot frontages with depths 
of 55 to 106 feet. 

A feature of the center is the complete air condi 
tioning system in all buildings. To add to the com 
fort of shoppers, cach lease specifies that tenants must 
turn on their Servel air conditioning units when out 
side temperature exceeds 85 degrees. The air condi 
tioning units, installed in the basements to give uni 
form temperature there, too, are individually con 
trolled. Some of the lessees also have Bryant humidi 
fiers. 

Buildings in the Village are of reinforced concrete 
with curtain or non-supporting walls of hollow tile, 
plastered. Ceilings are of U.S.G. slotted acoustical tile; 
loors are terrazo with marble baseboard or Kentil 
isphalt tile. The stores have Kawneer fronts and alu 
ninum awning frames with Libbey-Owens-Ford plat 
glass. 

The medical building, which now has 32 doctors 
on the second floor, is one of the largest buildings in 
the center. It differs from the others only in that 
Fenestra steel windows and a Carrier air conditioning 
unit were installed. 

Unique in the center is Mr. Brinkop’s pattern of 
tenant selection. Since December, 1945, he has inter 


(Please turn to page 38) 
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Thirty-two doctors occupy second floor of medical building 
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Put Sales Punch 
Into Your Advertising 


The job of background selling is an important one. 
It’s the basic job of selling your company’s ability 
to handle property better than anyone else. The 
author says this institutiona! advertising includes 
everything representing your company that comes 
in contact with the public . . . your offices, em- 
ployees, signs. But how much shou!d you allocate 
to this form of advertising? What are its advan- 
tages and disadvantages in terms of profit for 
you? And how can you improve this and specific 
advertising? These questions are answered here 


By ROBERT E. SCOTT 
President, R. E. Scott Company 
Elizabeth, New Jersey 


| ey MUCH money can you aflord to spend fon 

all tvpes of advertising, both institutional and 
specific? From our experience, we can aflord about 
7% of the gross volume of business; that is, betore 
salesmens’ commissions. Of that amount, 10°, can be 
allocated to institutional, and the balance, 90°%, 
be spent on specific advertising. 

Now, in spite of the fact that we only spend 10°, 
for institutional, it does have its place and some defi 
nite advantages. First of all, the recurrent nature of 
most types of institutional advertising is bound to 
sink in. Secondly, it leads to more than one type ol 
business. For example, it doesn’t produce just: sales 
and rentals, but it may produce management, insu 
ance, and mortgage business. It also, if properly han 
dled, enhances the prestige of the firm. 

It also has disadvantages, chiel among them being 
that it is very diflicult to trace benefits. Secondly, it 
seldom produces immediate results. 


must 





lo give vou the idea of what I am talking about 
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“We spent more money on a building than we could actually 
afford; charged the balance to advertising because thousands of 


cars pass by each day and see the ‘r. e. Scott’ on the building” 
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Anything representing your organization that 
comes in contact with the public can be valu- 
able advertising, says the author, shown above 
in prizefighter’s regalia prior to delivering his 
speech before Sales Clinic of New Jersey Asso- 


ciation of Real Estate Boards at Asbury Park 
when I speak of institutional advertising — our office 
building is institutional advertising. We spent more 
money for space than we could afford. We charged 
the rest up to advertising. Our building, on a promi 
nent street, with thousands of cars passing by every 
day, gives us the benefit of institutional advertising. 
People can't help but see the “r. e. Scott” up there. 
Furthermore, we capitalize on the fact that we use a 
small “r. e.” with a capital “S” in “Scott.” We tie that 
in with our signs, business cards, stationery, and other 
forms of advertising. 

Incidentally, we don't ask people to come in and 
buv or lease something. We simply ask them to see us. 
Then, if we can't do something with them after they 
it is our own fault. 

If you handle subdivisions, vou may have 
home that may be buried down two or three blocks 
trom the main highwav. We have a little arrow that 
can be stapled on either the right or left side of a 
model home sign. The arrow can be put on a tree or 
an automobile, pointing to the model home, so when 
people come to the development they can find the 
house 

\nother sign that helps is one with the word “agent” 
on it. Prospects might go through the project without 
finding the man with whom they ought to talk. We 
don’t want them to talk to the carpenter or mason. 
We want them to talk to the agent, the trained man 
on the development who can sell them a house. So we 
put this “agent” sign in various places so they know 
he is the man to see. 

When you sell a house, don't just tell the 
but tell the world about it with a “Sold” sign. 

Book matches are an effective form of institutional 
advertising. We tricd several types and finally found 
that it paid to spend a litthe amount to have a photo 
with the 


sec us, 


a model 


vou want them to see. 


owner, 


graph of our building on one side, again 
small “roe.” and the capital “S” in “Scott.” 

How many times do vou go to a closing and won 
voursell. We have what we call a 
“closing photograph,” an 8x10 framed picture of the 
home which we present to the buyers. We also give 


der what to do tor 
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them a dozen postcards. The cards are also a replica 
of the property. In this way, not only do we get the 
benefit of their good-will at the closing, but they mail 
these cards to their triends and relatives. On the re 
verse side of the cards is printed, “Our new home, 
purchased through r. c. Scott Company.” Those peo- 
ple find out where that relative bought, from whom 
they bought, and when they themselves are in the 
market for a piece of property they may look us up. 

We find that Christmas cards are a very good form 
of institutional advertising. Every year we use a pho- 
tograph of the building, tying it in with our station- 
ery, and logotype. On the inside we have photographs 
of our personnel. They are not very pretty, but they 
look so honest people cannot help but want to do 
business with us. 

Puzzles are a good idea. We tried one and had thou- 
sands made. They cost practically nothing and we 
gave them away. They read, “Are you good at puzzles? 
Can you remove this string and the two smal] tags 
trom the large tag without cutting, untying, or fold 
ing the small tags? Solving this is easy compared with 
today’s housing problem. If you want the right an 
swers to both, see r. e. Scott Company.” 

When you run an ad on an owner's property, why 
not tell him about it? We have a small card which 
reads, “Here is a sample of just one of the ads we are 
running on your property. We hope you like it.” “Then 
we actually clip the ad so they know we have actually 
run it. We send that to them. If there is any objection 
to it, or if they have an idea that it sounds as though 
the property is too expensive, they will call us up and 
sav, “You know, $22,000 sounds like a lot of money, 
doesn’t it? Maybe that would be a better ad if we 
made it $19,900. Supposing you do that.” 

During the height of the rental housing shortage, 
when we had 40 or 50, or 100 people a day coming into 
our office looking for rentals we didn’t have, we got 
tired of telling them we had nothing, so we decided to 
put a little humor into the situation. We hired a truck 
and some household turnishings chairs, tables, 
mattresses. We had one of the fellows in the office ride 


(Please turn to page 38) 


Our new home — purchased them 
RE. SCOTT CO 
Realtsr 


400 Wevtfield Ave. Elzsbech, N. } 





To help cure those “closing the sale jitters,” give picture post- 
cards to clients showing property they have purchased so they can 
send cards to friends. Note the large “sold” sign on the front 
door of the pictured home. Cards are a good advertising medium 


merry chrev7tmac 
happy new year 
ae 








Each year, Christmas cards 
are sent to clients pictur- 
ing the staff of the Scott 
Company. “We're not 
handsome, but we're hon- 
est looking,” says Scott 
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Cards of every type are sent to clients and prospects. One brings to the prospect’s attention 
the ads that are being run on his property. Another card asks, “Want to Sell?” and offers a 
“Sale Appraisal” of the home. Still another explains Scott’s multiple listing service to prospects 
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By RICHARD NELSON 


Mullins Manufacturing Corporation 


|* a Southern city not so long 
ago a family of our acquaint 
ance was seeking a new apartment. 
The search took them into nearly 
every Class A residential building 
in the city. Eventually their inter 
est narrowed to apartinents In two 
buildings, both newly constructed. 

Let's call one Building A and 
the other Building B. Each was 
equally attractive as to location, 
size, arrangement of rooms, rental 
rates. “The one important differ 
ence lav in the kitchens. 

Building A, so new that the 
landscaping consisted of piles of 
dirt, had a kitchen with an old 
fashioned = flat-rim = sink ~=under 
which a poorly-constructed cabinet 
had been built. 

The contrast in Building B was 
startling. Even though the kitchen 
was smaller than in Building A, 
it was evident that thought and 
care had gone into its planning. 
\ modern cabinet sink, with a 
gleaming white double-bowl top, 
was flanked by sturdy, factory 
built cabinets which provided both 
storage space and work surface. 
And matching wall cabinets pro 
vided still more storage room 

Today, Building B has a new 
and completely satisfied tenant 
family. 

Commenting on his family’s ex 
perience, our friend said, “Many 
of the apartments being built in 
our citv are very nice in every rr 
spect except the kitchens. It is ab 
solutely a crime the type of kitch 
en equipment that is being used. 
When this building boom is over, 
the replacement business should 
be tremendous.” 

The experience of this family 
points up three facts of which 
owners and managers of residen- 
tial rental properties are already 
aware. First, that the family had a 
choice of apartments indicates an 
casing of demand for apartment 
housing. Second, the modern house 
wife is more “kitchen conscious” 
than ever betore, demanding con 
venience and beauty in the room in 
which she spends most of her time. 
Third, many an apartment house 
is “ripe” for kitchen and other re 
modeling if tenancy and rents are 
to be kept at a profitable level 

\ glance through any of the pop 
ular women’s magazines, whose ed 
itors wield a mighty influence on 
American homemaking, is cnough 
to convince even the most. reluc 
tant landlord that the kitchen al 


28 


BEFORE: The housewife in this Chicago apartment was a neat housekeeper, but 
she was working against heavy odds in this kitchen. She was provided with but 
what was available, was inconvenient and 
unattractive. The old-fashioned wall-hung 


little work surface and storage space, 


IMPORTANCE OF KITCHE 





sink left ugly drain pipes exposed 


As competition among rental properties increases, tenants and 
prospective tenants will be casting a critical eye on kitchens .. . 
the focal point of interest in today’s dwellings. Property managers, 
owners, and builders should pay heed to the trend toward modern 
kitchen cabinets and cabinet sinks because of attractiveness, con- 
venience, installation ease, sturdiness, durability, low maintenance 


ready has become the most impor 
tant room of any dwelling unit, in 
both individual homes and apart 
ments. For further proof, take not 
of the tremendous kitchen equip 
ment industry that started to grow 
just before the last war and then 
spurted to prominence in the years 
that have followed. It is now a ma- 
jor industry in the home appliance 
field. 

Many builders of rental prop 
erty who, post war, began building 
multiple dwelling units, were 
quick to sense the trend toward 
modern and carefully - planned 
kitchens. Looking ahead, they rea- 
soned that while the original cost 
ol quality equipment might be 
ereater, its sound styling, beauty, 
and construction would pay off by 
attracting good tenants and in re 


sistance to wear and replacement. 
Unfortunately, as our friend's 


experienc showed, too many 
builders in their haste for im 
mediate occupancy and a desire fon 
“economy” — permitted their kitch 


ens to be equipped with shoddy 
sinks and cabinets that sooner, 
rather than later, will have to be 
replaced, and which hold no at 
traction for prospective tenants 
A kitchen has five functions 
cleaning, storage, food prepara 
tion, food preservation, and cook 
ing. The latter two, of course, ai 
taken care of by the modern and 
cficient refrigerators and ranges 
with which most apartments are 
furnished. Their surfaces and in 
teriors are easy to clean and have 
long life, two important requisites 
for rental property equipment. It 
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AFTER: Here’s what happened to give that housewife a kitchen of both beauty 
and convenience. The cabinet sink, 66 inches wide, is almost a kitchen in itself, 
for it concentrates the facilities for cleaning, storage, and food preparation in a single 
small area. All utensils are out of sight, giving a neat appearance to the kitchen 


is equally important that the facil 
ities for cleaning, storage, and pri 
paration should also be easy to 
clean and be long-wearing. This 
equipment consists of the modern 
cabinet sink, base and wall cabi 
nets. 

The central unit is the cabinet 
sink. It has been estimated that 
the average housewife washes 340 
tons of dishes during her married 
life. Careful surveys have shown 
that the housewife spends more 
than 60° of her kitchen hours at 
or near this unit. 

The modern cabinet sink pro 
vides the facilities for cleaning, 
storage, and preparation. Supple 
menting this unit are base cabinets 
with their sanitary work surface 
and additional storage space, and 
wall cabinets with still more stor 
age area. By grouping these units 
together, the homemakcr’s work is 
restricted to a small area, saving 
both time and labor. 

Since the cabinet sink is so im 
portant, let’s give it a closer look. 
Only in the last decade has much 
thought been given to improving 
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IN RENTAL PROPERTIES 


the kitchen sink. That's the rea 
son, of course, why so many of the 
apartment buildings of the lat 
20's and early ‘30's have the old 
fashioned and ugly wall-hung sink 
which was designed merely to hold 
a dishpan and provide a source 
for water and drainage. 

Early in the ‘40's the factory 
built cabinet sink began to be mer 
chandised as a household ap 
pliance. Because it provided thx 
homemaker with cxtra conveni 
ence at the point where she need 
ed it most; because it could be eas 
ily and quickly installed, and be- 
cause it added beauty to the kitch- 
en, the modern cabinet sink 
“caught on.” 

Only one feature of the old 
fashioned sink remains the por- 
celain enameled top. This hard, 
glass-like finish is casy to clean 
and is practically impervious to 
wear. Modern porcelain enamel is 
stainprool resistant to the acids 
which are present in many foods, 
whether applied to steel or cast 
iron. Steel weighs two-thirds less 
than cast iron, but there is no dif 
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ference in wearing quality. Som 
manufacturers pretet steel becaust 
of the weight tactor and becaus: 
tecl can be pressed into desired 
hapes more quickly 

Dimensions of most cabinet sinks 
are now standardized at 36 inches 
high, 24 or 25 inches front to back, 
and 42, 48, 54, and 66 inches wide 
\ few manufacturers make 50, 60, 
and 72-inch units. The builder o1 
remodeler has a wide choice of 
models, ranging from the singl 
bowl and single drainboard modcl 
with a single undersink compart 
ment, to the deluxe models with 
two bows, two drainboards, five 
drawers, and two or more compart 
ments. To insure quiet operation, 
the units are sound-deadened and 
metal never touches metal. 

Base and wall cabinets, cither 
wood or steel, are styled and fin 
ished to match the cabinet sink 
Completely factoryv- built, thes 
come ready for installation with 
out expensive fitting or painting 
In anew Washington, D. C., apart 
ment building a few months ago, 
in which kitchen walls were pre 
pared for the units, each kitchen 
was installed, including plumbing, 
in an average time of 45 minutes 

From building management's 
point of vicw, equally as impor 
tant as ease of installation and 
beauty are the low maintenance 
requirements 





Here is a compact kitchen for small apart 
ments. The 42-inch double bowl cabinet 
sink is flanked by base cabinets which pro 


vide work surface and storage space 
Above are wall cabinets for still more 
storage room. The sliding drainboard on 
the sink top can be moved to cover either 
bowl, or can be removed if preferred 


aT 


<J 








¢Homes Our Readers Are Building 


e New Peoria Subdivision 
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PEATURING nationally-known 
materials, ‘Trader's Realty Con 
poration and builder W. G. Best 
recently completed 83 four-room 
homes in their Garden City devel 
opment in Peoria, Illinois, and are 
embarking on a new I44-unit pro 
ject to be called “Illinois Valley 
Homes.” 

In the Garden City project, all 
homes have been sold and occu 
pied. In the other development, 
27 homes have been completed 
and occupied, 47 are in various 
stages of construction, and 70 mor« 
will follow. 

The studs, joists, and ratters of 
all the four-room-and-bath homes 
are 16 inches on center with dou 
ble studs and headers used at all 
openings. Top plates are doubled 


® Minority Housing in New Jersey 
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and have an overlapping splice 
where each section is joined. Rigid 
plywood is used as sheathing for 
side wall and roots. 

Homes in Garden City, which 
sold for about $8100, are of three 
sizes — 26x26 and 26x30, with and 
without full basements, and 26x32 
with an offset and with or without 
basements. 

The floor plans in each size are 
essentially the same, consisting of 
living room, two bedrooms, kitch- 
en, dinette, and bathroom, but 12 
different elevations are used. Those 
homes without basements have a 
utility room with a Mever or Mor- 
Sun automatic oil furnace and 
those with basements have a coal 
furnace. All are equipped with a 
30-gallon hot water heater. Inside 
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walls are covered with rock lath 
and plastered; living rooms and 
bedrooms are finished in white; 
bathrooms, kitchens, and wood 
work are given two coats of paint. 
In the Illinois Valley develop 
ment there will be two sizes olf 
homes: 96 will be 26x26 with full 
basements; 48 will be 26x30 with 
full basements. All these homes will 
be equipped with an Ingersoll util 
tv unit which includes a Meyet 
automatic forced-air oil furnace. 
Among the nationally-known 
materials used in these homes are: 
Celotex roofing and rock wool in 
sulation, Kolorite red cedar shin 
gles, Bradley pre-finished oak floor 
ing, Eagle Picher combination 
storm sash and screens, Youngs 
town kitchens, Crane plumbing. 
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© Kingbilt Home Project 





Independence, Kansas, Real 


|* 
tor-Builder Glenn B. King is 


currently developing a I4-unit pro 


three-bedroom 
sell between 


ject. of two- and 
Kingbilt homes to 
S7.800 and $10,000. 
The project, located near schools 
and only 10 blocks from the busi 
ness district, has paved streets and 
all public utilities. “he houses, 
conventionally constructed, — are 
built on 60 x 135-foot lots, with 
the three-bedroom houses on 75 x 


be \lexander Summer Mort 
gage Company, Newark and 
Teaneck, N. J., recently obtained 
the first FHA-insured loan under 
Section 608 of the National Hous 
ing Act for a multi-family Negro 
development in Montclair, N. J. 
The 18-family project, to be known 
as Lincoln Gardens, is expected to 
cost $162,000, and is to be financed 
bv a loan of $140,000. 
Sponsor-builder of Lincoln Gat 
dens is Albert B. Cook, a Negro, 
who in- close co-operation with 
Walter J. Gill of the Summer Com 
pany, and Richard Whitesell, area 
director of the FHA, negotiated 
the loan. Said Mr. Whitesell, “The 
money market realizes now that 
there is as good and sound a risk 
among Negroes, and other minor 
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135-foot lots. The houses are built 

on 16-inch centers with 2x4 studs, 

2x6 ceiling joists, 2x8 floor joists, 
bs - 

2x4 and 2x6 rafters. 


Ihe two-bedroom houses have 
a floor area of 24x40 with an at 
tached garage, dry wall interior, 


wood siding with jip rock sheath 
ing, asphalt shingle roof. 
\ semi-attached 


Larage is in 
cluded with the 30x36 three-bed 
room house, which has asbestos 


shingle siding, asphalt shingle roof. 


anv othe 

Lincoln Gardens will house 
eight 3Y¥e-room units, six 4-room, 
and four 4Y2-room apartments. ‘The 
average rental will be $70 a month. 
Plans call for completely modern 
brick construction. There will be 
a separate entrance into cach unit, 
vapor heat, tile baths, linoleum 
topped kitchen equipment, 6-cu 
bic-foot refrigerators, 30-inch, ther 
mostatically controlled — kitchen 
ranges, and cross ventilation. 

In a typical bedroom (12 x 13 
feet), and living room (12 x | 
feet), three closets will be provided 
Lincoln Garden buildings will be 
two story, and sct on a 102 x 
lot which will accommodat 
off-street parking for 90 per cent of 
the residents. 


itics, aS among group. 


1QYQ 
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homes in 
flooring, 


Materials used in the 
clude Bruce “Streamline’ 
American Standard — plumbing, 
Coleman floor furnaces, A. O 
Smith hot water heaters, Hardwick 
gas ranges, and Servel gas refriger 
ators. 

Financing has been arranged so 
that purchasers may borrow 80° 
on FHA Title I] mortgage and vet 
erans may borrow the balance on 
GI credit with a VA guarantee on 
the second mortgage. 


In screening applications for 
units in the project, it appeared 
that the median family income ol 


prospective tenants was S81 a wee k 


° a figure comparable to the 
median family income of white 
families living in similar units 
clsewhere in the state. 


Said Mr. Gill, “On the 
recent surveys, and its own experi 
with the Lincoln 
the Alexander 

Company will 


basis ol 


Gardens 
Summer 
broad 1) 
its operations in the field of minor 


crice 
project, 
Mortgage 


itv housing. Although there ha 
been reluctance on the part. ol 
some institutions to make credit 
available for housing in this mar 


ket... Lincoln Gardens will dem 
onstrate the sound risk in this pan 
ticular market.” 























“If you want to beat the so-called ‘droopy’ market, look for owners who will sell on 
terms and you'll be utterly amazed. It isn’t difficult to show them that the added inter- 
est actually will exceed the cash price they are seeking, which might be too high anyway” 


Convince the Seller 


to Sell on Terms 


How can you sell property when the owner asks a high fictional 
price? The author says to convince the seller that he should sell on 
terms .. . get a good cash sum for his property and lend the re- 
mainder at a higher interest rate than he could get by investing 
elsewhere. He says it works. And while you're at it, the author 
shows how you can increase business by simply keeping your eye 
open for run-down property that has potential use for a prospect 
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By EARL B. TECKEMEYER 


Part Il 


PERATING on today’s market 
( is actually a lot of good fun 
along with hard work for the fellgw 
who is sure of his knowledge, sure 
of his product, and determined to 
sce it through no matter what. 

\s indicated previously there are 
a lot of things we can do to meet 
the market conditions which are 
confronting us today. In last 
month’s issue we mentioned the 
business of spending more time and 
effort on the other end of the deal 

the seller’s end. The day is 
gone when we can take any old list 
ing at any old price, run an ad, and 
sell it. 

Our first counter move then is to 
seck to take advantage of the one 
part on the market which can and 
must give ... the seller's price. I 
don’t mean to go about nagging 
and depressing values until we 
slump to the level of almost auc 
tioning off real estate. LT simply 
mean that if we are thinking 
straight we know that the lenders 
of money on homes and other real 
estate are pulling the squeeze play, 
the buvers have sense enough to be 
cautious and wait out a lower price 

Our job is to get the seller's price 
down and give ourse Ives a break by 
not slaving away with the proper 
ties where the fictional price of the 
seller’s rosy dream is still in eflect 
What else can we do? 

Well, I'm concentrating on the 
buve who I believe can be con 
vinced that it is good business and 
highly profitable to sell on terms 
We call it selling on “tick” out here 
in the tank towns where I deal 
The $10,000 house which is actu 
ally worth $8,000 might sell at clos¢ 
to the $10,000 with $2500 down 
and $75 per month at 6° interest. 
The seller can place the mortgage 
for about $5,000 on it at the time 
of sale, thus realizing $7500 in cash, 
if that is what he is after. After all, 
chances are that the diflerence be 
tween the cash and term sale price 
is mostly fiction anvway and if he 
never gets it, it still will be a good 
deal tor him 

It vou will actually go out on the 
prowl for owners who will sell on 
terms vou'll be utterly amazed. I 
know IT was. It isn’t difficult to tell 
them that they can have lush 6‘ 
on the investment that would othe 
wise go to the Shylock who won't 


ri 
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lend enough for them to make a 
cash deal. And the interest added 
to the term sale price will actually 
exceed the cash price they are seck 
ing. Now don't say they won't do it 
because I know trom experience 
that they will. Just go out and try 
it 

Let the other fellow have the 
high cash listings. You take the low 
road, the cheaper properties where 
there is an appeal to the little 


fellow with the good dollars but 
only a limited number of them. 
You won't be saying, “I sold a 


million dollars worth of property 
last year,” but vou will be saving 
proudly, “I helped a hundred peo 
ple find homes” . . . little folk who 
really but had al 
most given up in disgust because 
all they saw advertised were Coun 
trv Club homes where they knew 
they couldn't quality for the fancy 
FHA committments and 
terms. Big words and uncompre 
hensible language had scared them 
into oblivion until vou came along 
and betriended them. You didn't 
sell them a house. You helped them 
find a home and they'll be eternally 
grateful for it. 

Yes, vou can turn your pote ntial 
sellers into money lenders if you'll 
give it half a tury. | gathered up 
statements from half a dozen sav 
ings and loan institutions; mailed 
them to a group of potential sellers 
suggesting that they look into the 
business of placing their real estate 
moncy where these institutions 
placed theirs. I didn’t have to argue 
long to show those sellers that the 
institutions were getting 59% and 
6°, on their loans but paying only 
1°. or 2°) to their investors. That 
was a silent salesman move 
ment to get those sellers around to 


needed a home 


loans, 


vreat 


the time payment plan of selling 
their reai estate, so there was one 
more way to meet the so-called 


droopy market. 

If you are tired sitting in the 
office waiting for the call that 
never comes, although vou are run 
ning the same kind of ads you al 
ways ran in the same paper and at 
the same time, you can get up, walk 
outdoors, and start looking tor the 
real estate that needs to be sold o1 
rented. 

In every town there is not a day 
that goes by without innumerable 
pieces of real estate that need to be 
sold. The owners are usually ab 
and the real estate is most 
olten run down to the point where 
no self-respecting realtor wants to 
be connected with it. But now we 
aren't quite as busy and we needn't 
be so selective. 


scentec 
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Find out who owns the old prop 
erty; write or call or go see them 
and find out what they want for it. 
Chances are they will say you are 
the first fellow in months who has 
asked them if they wanted to sell it. 
OL course they do, but they had 
almost given up, had let even the 
taxes go delinquent. 

Well, you get it listed at almost 
any old price and then you start 
dreaming in your mind who might 
want it or could use it or might 
buy it for speculation. It’s fun and 
it works. There is no competition 
because while you are doing all 
that, your fellow brokers are work 
ing away with last year’s tools and 
last vear’s methods. 

Here's what I mean specifically. 
Go around with your mind’s eye 
open. Think and observe as you 
walk along wherever you are going, 
whatever you are doing. 

I went to one of our utility offices 
not long ago on some business and 
had to wait awhile in the reception 
room. | was gazing out the window 
and noticed the street the 
ground floor space of a building 
that had been used for the sales 
ollice of a large adding machine 
concern. | wondered what the rent 
was and thought of the tremendous 
loss the owner must be taking. It 
rented for $600 a month and had 
been vacant for six months. That 
was something . $3600 worth of 
something. 


across 


I couldn't get this off my mind. 
I knew the managing agent and 
knew also that he was in a quan 
dary about it. That evening, at 
home, my young daughter chat 
tered that the home life of her best 
girl friend was being sadly dis 
rupted because her father was surly 
over having to seek new quarters 
for his new radio and television 
business just at a time when things 
were booming and he didn’t want 
to take time off to move. Just a 
child’s idle chatter, but it caught 
on. I remembered that building. It 
needed renting. Need I finish? I 
made that lease for a long period. 

Now the agent is happy, the own- 
ers are happy, and the new tenant 
is overjoyed because the move was 
than expected. This all 
started on a day when I planned to 
do nothing more than run through 
my listings, write the ads, put them 
in the paper and wait. But I had 
had an idea and it hadn't died on 
the vine. 


Casicl 


This leads to another thought 
which needs exploring the 
‘country - doctor =style” realtor. 


We'll talk about it next round. 
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Pitfalls — 


(Continued from page 21 


ties, so you can subordinate, if the 
mortgagee should so require, that 
» the lien and operation of 
the mortgage. On a commercial 
lease, for example, there are many 
instances where they will be glad 
to have it as a prior lien 
the mortgagee takes an assignment 
of it operative in case of default 
at the time of the mortgage settle 
ment. 

The Statute of Frauds applies. 
And the question is, when can you 
have an agreement of sale 
on a verbal word from your man: 
The answer is that you should not 

it is not normally binding. It 
is, however, binding in 


lease t 


because 


signed 


one int 


stance if you have a written pow 
er of attorney and that it is re 
corded. 

It is your duty to protect the 


purchaser when you take a deposit 
Generally he is inexperienced and 
it is his life’s biggest transaction. 
You should know the seller's mari 
tal status and whether there ar 
any judgments against him. You 
should know if there is a condition 
that has to be fulfilled in the agree 
ment of sale before the 
consummated, such as being sub 
ject to getting a G. I. mortgage in 
a certain amount to complete the 
terms. It is your duty to see that 
all of these conditions are complied 
with and that the 


sale can be 


scller can deliver 


good title when settlement is to 
take place 
Unless otherwise agreed to in 


writing by both buver and seller 
the broker shouid hold all deposit 
money until any contingent condi 
tions, such as obtaining a mortgage 
in a specified amount, is complied 
with according to the 
agreement of sale 
innocently 


terms of the 
Many injustice 
are created otherwise 
kor \ agreed to sell to B 
subject to B's be ing able to get a 
$10,000, 15-vear, 5°), fully-amort 
ized mortgage. Refund deposit and 
agreement were to be cancelled 
otherwise. A’s 10°, deposit was put 
up; the broker gave it to A; A went 
to another broker and agreed to 
buy another house, using the de 
posit for a down payment on his 
purchase. B could not obtain his 
mortgage and A did not have the 
money to buy his new house with 
out the proceeds from the sale ol 
his old house. Thus not only 
bad situation created but two 
\ became liable to refund deposit 
to B on his old house 
liable for a specific 
suit and damages. 


instance, 


Was 
OTM 


and also was 
performance 
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os) 








Real Estate Income Survey 


F you want a check on how you 
compare income-wise with other 
persons in the real estate industry, 
here’s a recent survey of the income 


of real estate salesmen. Ten pet 
cent earn from $2000 to $2500; 
9° earn from $3500 to $5000; 10% 
earn $5000; 35° earn from $5000 
to $10,000; 26°), earn from $10,000 
to $20,000; 8°) earn from $20,000 
to $50,000, and 2° earn from 


$50,000 to $100,000. 


Results of Building Rate 


.e* TY of the building in- 
[XX dustry to continue building 
and marketing houses at the pres- 
ent rate of about a million a year 
for the next 10 years would permit 
the replacement of 3,000,000 old 
and obsolete dwellings. 

Prospects of maintaining this rate 
are brightened by the continuing 
technological developments within 
the industry and increasing recog- 
nition that housing must be mer- 
chandised as aggressively as other 
commodities. 

The calculated building rate 
would take care of undoubling and 
new family formation; build up the 
vacancy reserve to 4%; permit dis 
placement of 3,000,000 old units. 

Usable nonfarm supply at the 
end of 1948 is calculated at more 
than 34,000,000 units. Adding 10,- 
000,000 units in 10 vears would 


give nearly: four and a half million 
tor newly formed families; two and 
a half million units to permit un- 
doubling and to establish the 4% 
vacancy reserve; half a million units 
for replacement for demolition and 
disaster loss; three million for old 
dwellings. 


Slums — 


(Continued from page 23) 
Decaved food, empty bottles, other 
unsanitary items litter the houses 
and yards. (Some tenants were ob- 
served spitting on the floor.) In 
contrast, a few of the houses are 
maintained in immaculate condi- 
tion. 

Fourth, the physical structure of 
the buildings is sound. Certain re 
pairs are needed such as painting 
and wallpapering. Much of the evi 
dence of slum conditions is found 
in the garbage and debris in the 
back yards. 

Fifth, there was considerable 
idleness on the part of seemingly 
able-bodied individuals who ap 
peared to be inactive only because 
they chose to be. 

Sixth, in relation to income, the 
occupants Of most structures could 
well afford to pay a great deal more 
rent if the quarters were improved. 
A family with an income of only 
$45 a week can easily pay more 
than $10 to $14 per month rent. 

Seventh, the rents charged those 
living in houses in which the indi 
vidual rooms are rented out sepa 





rately appear to be completely 
adequate and perhaps excessive. In 
any event the rent is sufficient to 
justify requiring the property man 
ager to improve the condition of 
the buildings. 


Booklet for Tenants 


OBSON-Kerns Company, prop- 

erty managers of Memphis, 
Tennessee, has an idea which in 
creases the life of refrigerators in 
apartments. 

Because of low rentals and the 
unavailability of refrigerators until 
recently, the company postponed 
replacement in a majority of its 
apartments. A considerable num 
ber of service calls were required 
because the refrigerators had pass 
ed their supposedly useful life. 

For the past four years the com- 
pany has combated this problem by 
distributing booklets to apartment 
tenants entitled “101 Retrigerator 
Helps,” published by Frigidaire. 
The booklet gives pointers on re- 
frigerator maintenance, explains 
how to keep meat and other foods 
fresh, offers recipes. 

The company feels that the book- 
let is well worth the cost of mail- 
ing. The booklets are made avail- 
able to the company at no cost 
through the local Frigidaire dis 
tributor. Attached to the bocklet is 
a note from the management com 
pany explaining the need for main 
tenance and asking cooperation. 
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SOUTHEAST MISSOURI'S Most Modern Tour- 
t Court and Cafe. $40,000.00, with terms. 
ERMER J ‘GARNER, Realtor, Bloomfield, Mo 
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SIGN THE NATION’ 


ACTIVE DISPLAY ADV 


1702 West 19th Street Chicage 8, Il 








WANTED: 
YOUNG BUILDING MANAGER 


An unusual opportunity for a lucrative 
future awaits a young man with building 
management experience, who has_ the 
added ability to write clearly. Applicant 
should be under 30 years of age, good 
personality, excellent references 
Address Box Al National Real 


and Building Journal 
Cedar Rapids, Iowa 


Estate 











Training ror— 
FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 
Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases 
of the business. G.I. Approved. -The- 
Job Trainees can take either course. 

FREE CATALOG Established 1936 


WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 


15 £. Pershing Rd. Kansas City 8, Me. 
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FOR SALE — VIRGINIA 


( Broker’s co-operation invited ) 
Specializing in the sale of Colonial Homes and 
Plantations in all sections of Virginia. 
LORRAINE, Law Building, Richmond (19), Va. 





JOS. R. H. JACOBY, INC. 


Land Developers 
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Subdividers 

As a courtesy, all inquiries from 

Realtors prompt 
attention without charge 


will be given 


155 WALNUT AVE. 


SANTA CRUZ, CALIF. 
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By GEORGE F. ANDERSON 


N AN installment contract 

where the buyer has been more 
or less delinquent over a period of 
time, and such delinquency has 
been tolerated by the seller, the 
seller can at anv time notify the 
buyer that delinquency will no 
longer be tolerated, and if after 
such notice the buyer is delinquent 
again, the seller can forfeit’ the 
contract. The seller cannot, how 
ever, notify the buver that unless 
he pays up the entire balance with 
in a given time he will forfeit the 
contract. By the same token, I 
would say if the delinquency is 
large, the seller having lulled the 
buyer into a feeling of security, 
cannot insist upon the whole d 
linquency at one time. The better 
practice is to let the delinquency 
ride, and insist upon the future 
payments being made promptly 
and in full, but I sce no objection 
to insisting upon a small payment 
on the delinquency each month. 
It’s just a matter of fairness not to 
corner the buyer by making him 
pay more than he can. Fox vs 
Grange, 261 Ill. 116. 


tc C.R.E.B. Apartment Form 
Lease 10c, Sec. 17, provides 
that in the event the tenant aban 
dons the premises, the landlord 
may, but shall not be obliged to 
re-let, or try to re-let the premises. 
Provisions to the same ctlect are 
contained in most leases. The rule 
applicable would be the same 
whether there was any such pro 
vision in the lease or not. It seems 
a harsh rule where the abandon 
ment is not willful. Where a tenant 
is obliged to move on account of 
illness, or transfer to another city, 
it seems harsh that the landlord 
may sit idly by, refuse to re-let the 
premises, and collect rent for the 
vacant premises, and there are 
cases that recognize this distinction, 
but I have not come across them. 
But that the provision in the 
lease is valid I don’t think there is 
any doubt. In the case of Hirsch 
vs. Home Appliances, Inc., 342 
\pp. 418, the court said: “No case 
is cited from any court of any Stat« 
from which it would not be easy 
to distinguish the record which we 
have here considered. No cas 
holds, so far as we are aware, that 
the parties to a lease may not ente) 
into a valid agreement with respect 
to this question by which the par 
ties would be bound (and when we 
come to examine the lease it is at 
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After notice and repeated payment delinquency of buyer, the seller 
may forfeit the contract, if he knows the law. Don’t fail to clarify 
in your lease the questions of “abandonment of premises’ and 
“right to remove fixtures”. Our expert interprets again the posi- 


tion of the law on some perplexing problems involved in contracts 


once apparent that the parties have 
specifically agreed that the land 
lord shall in no case be bound) to 
do the thing which the defendant 
now contends plaintiff is obligated 
to do. If there is any decision any 
where which holds that the parties 
may not contract freely with each 
other with respect to such a situa 
tion as is disclosed by the affidavit 
of merits, that decision has not 
been called to our attention.” 


rWVHE Landlord and Tenant Act, 

ip 35, gives the tenant the 
right to remove his fixtures at any 
time during the term of his leas 
or any renewal thereof. 

In the case of Fellows vs. John 
son, 183 App. 42, the tenant con 
tended that when the right to re 
move fixtures was conferred by the 
lease, the tenant had a reasonabl 
time after the expiration of the 
lease to remove the same. The pro 
vision in the lease was: “It is fur 
ther agreed that second party has 
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the right to remove any improve 
ments he may have put there for 
his own convenience and at his 
own expense il called upon to va 
cate the premises before the termi 
nation of this lease.” 

The court said: “It is said by 
counsel that both by common law 
and by statute the right to remove 
is limited in time, while it is not so 
limited by this contract; but there 
is nothing in this contract that 
either expressly or by implication 
gives appellant any right to b 
treated as the property of the land 
lord and left on the premises if he 
occupied his entire term of five 
vears and his right to remove them 
was conditioned on the termina 
tion of his lease by six months 
notice, which certainly afforded 
ample time for removal within the 
period of his rightful occupancy 
\ppe llant’s right to occupy or entel 
upon the premises expired with 
the termination of his lease and his 
surrender of possession. 
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OUTSTANDING FEATURES 


% Frame, all aluminum, satin-finished for lifetime 
durability. 

* Background, sheet aluminum with wrinkle finish- 
enamel surface. 

* All letters are glossy white, 3” high, visible at 
200 feet. 
* Letters covered with “Name-Lite” making name 
alive at night when car lights shine upon them. 
* Your full name on BOTH sides of marker, visible 
day AND night. 

* PANELS . . . (REAL ESTATE) on both sides, 
visible day and night. 

* Brackets are sturdy strip steel finished in glossy 
black. 

* Equipped with eye bolts and lag screws, ready 
for hanging. 

* Length of marker, 31” .. . Height, 6”. . . Bracket, 


36”x12”. 
*& Size of Panel . . . (REAL ESTATE) is 4”x28”. 
usasemnnnts DELIVERY, PREPAID PARCEL POST IN U.S.A. 
eS oe te oS. 


Bracket $ 3.75 





Marker 9.95 
Panel 2.50 
Total $16.20 


Add 212% Sales Tax in California. Sorry, no C.O.D.’s. 
Also panels to cover PUBLIC ACCOUNTANT, TAX 
CONSULTANT, NOTARY PUBLIC, OFFICE 
ARROW. $2.50 each. Add 242% sales tax in California. 
HOW TO ORDER 

Marker is 30° net, inside. Limit names to 14 spaces. 
Punctuations are 1” wide. Letters M and W, 3” wide. All 
other letters, 2” wide. 

If not entirely satisfied, return complete sign within 5 
days and your money will be refunded in full. 


CUMM-LYNN CO. 


2350 E. SPRING . . . LONG BEACH, CALIF. 








PRODUCT PROGRESS 





AHMCO Offers New Moth Preventative 





Taking advantage of the moth’s dislike for the odor 
of cedar, AHMCO Products is now producing Ceda 
cote, which consists of cedar wood grain and cedar 
oil. When water is added to the Cedacote powder, 
the resulting paste is then painted on closet walls of 
wood, plaster, or wallpaper surface, and a cedar closet 
is created inexpensively and quickly. A 10-Ib. bag of 
Cedacote covers 80—100 square feet of wall space. 


Bi-Lingual Elevator 


At the recent convention of the Building Own 
ers and Managers Association in Montreal, the con 
ferees saw a demonstration of a miniature voice-con 
trolled elevator which responded to commands given 
in English or in French. The model, built by the 
Westinghouse Elevator Division of Jersey City, New 
Jersey, is not intended for full-scale production. 

The elevator car, one foot high, traveled up and 
down between three “floors” in a 10-foot-high model 
hoistway. The cab and hoistway were complete with 
working miniatures of all standard equipment found 
in elevator installations safety, speed governor, 
counterweight, oil buffers, guide shoes, and guide rails. 


Steel Panel for Housing 

Fabricated steel framing panels manufactured by 
the Great Lakes Steel Corporation are being used in 
the New Haven Housing Authority’s McConaughy 
Ferrace Project, which will consist of 59 apartment 
buildings. 

Use of Stran-Steel panels, which are partially as 
sembled to exact dimensions by factory methods prion 
to delivery, simplifies erection and enables almost all 
trades to work simultaneously on interior and exteriot 
portions of the building. A groove into which nails 
are driven makes possible the attachment of collate 
al material directly to the steel by the hammer and 
nail method. 
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Photos by National Homes 

In the May issue of the JOURNAL, photos in the 
article “Moisture Barriers in Floor Construction” were 
supplied through the courtesy of National Homes 
Corporation, Lafayette, Indiana. Photos were taken 
showing floor construction in a project of several 
National Homes. 


Tri-Level Three-Bedroom Home 

A new three-bedroom home utilizing three floor 
levels has just been adopted to panelized, pre-cut 
torm by Lumber Fabricators, Inc., Fort Pavne, Ala 
bama. 

Within exterior dimensions of 26x30 feet, Tri-Level 
offers three bedrooms on an upper level, a living room 
on the grade level, and a dining room, kitchen, and 
recreation-utility room on the lower levei, with seven 
steps between each level. 

Phe exterior has the appearance of a one-and-a-half 
story dwelling, vet the cost is less. A turn-key job can 
be erected in most areas of the country to sell in the 
neighborhood of $9,000. 


Square D Announces MO Panelette 

Designed tor use in the olflice, school, and 
plant, are the new “12 to 20 circuit” Panelettes, man 
ufactured by the Square D Company, Detroit. 

The Panelette, made tor cither three or four wire 
service, incorporates thermal-magnetic circuit breakei 
units which “plug in” on cylindrical bus bars. Boxes, 
which enclose main disconnect and branch circuits, 
are shallow enough to permit surface installation. 


home, 


Ceramo Returns 

With raw materials again available, the Philip Carey 
Manufacturing Company, Cincinnati, has announced 
the return of Ceramo Asbestos Cement Siding. 

The improved Ceramo has a rotproof, wearproof, 
fire-safe base of portland cement and asbestos fibres 
The ceramic coated surface is fused at high tempera 
tures to prevent infiltration of moisture or dirt. 


CORTLAND-WARREN 


LIONS CLUB 
OHIO 


A new advertising stunt of the Mullins Manufactur- 
ing Corporation of Warren, Ohio is depicted here 
as its promotion manager, Marshall Adams, greets 
“Humphrey Pennyworth”, alias Howard Hector. In 
his unique conveyance, topped with a sign reading 
“sponsored by Youngstown Kitchens by Mullins,” 
“Humphrey” will tour 28 cities in the East in July 
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THOROSEALING YOUR MASONRY 
TO KEEP WATER OUT 
OF THE WALL- 


Uf 





MAKES NEW FRIENDS 
AND CUSTOMERS 


ALWAYS RECOMMEND 


THE THORO SYSTEM 


THOROSEAL. to fill & seal the surface 








QUICKSEAL . for a beautiful finish 





You'll make a true friend of your customer if you spe- 
cify The THORO System on his masonry throughout. 
The THORO System has been gaining friends and 
more friends, for over 35 years until today it is known 
as the only real way of protection against rain and 
dampness that cause interior plaster problems and 
costly expense to the owner. The long-time users of 
THORO System products will advise there is only one 
protective solution to a water problem THE 
THORO SYSTEM. Order through your Lumber and 
Builders’ Supply Dealers. 






Get our 20-page brochure, pic- 
torially describing, in detail, 
“How To Do It.” It’s yours for 
the asking. — No. 140. 


Standard Dry Wall Produc 


BOX X, NEW EAGLE, PENNSYLVANIA 

















Greater Value 


at 
| Lower Cost 


By economical, streamlined modular construction, 
Pollman Homes offers new low costs in a wide 
| variety of attractive factory-built homes. Dis- 
| criminating real estate builders and developers 
are finding that Pollman Homes, built by experi- 
enced craftsmen, increases the prestige of their 
subdivisions. For further information, write to 


Pollman Homes 


Manufactured and Distributed by 


THYER MANUFACTURING CORP. 


2857 WAYNE STREEY, TOLLDO 9, OHIO 











THE FULLY 


AUTOMATIC STOKER 













FOR AUTOMATIC 
HEATING AT ITS 
BEST 


1. SAVES FUEL 
2. CUTS LABOR 
3. ENDS SMOKE 


4. CONTROLS 
TEMPERATURE 


Send today for amazing proofs 
of fuel and labor savings 


made by Winkler Stokers... 





see how your investment in a 
Winkler will pay a sensation- 
ally large return—actually pays 
for itself in fuel savings alone. 


Free Booklet 


on request 





WINKLER 


fly automate 


' STOKERS 





Only Winkler \ 

has this fully 4 
automatic trans- 74 
mission. 


U. S. MACHINE CORPORATION pepr. s-07, LEBANON, IND. 
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Sales Punch — 


Continued from page 27) 


around town in that truck with his wife and a coupl 
of their children. We had signs lettered on each side of 
the truck which read, “No place to rent! Wish we had 
bought a home from the r. e. Scott Company.” 

\ picture is worth a thousand words, so don’t fail 
to use them in your display ads. Whether you're han 
dling a development of houses or a single house, 
display ads with pictures will sell. 

Circulars you can stuff in envelopes help your mail 
ing to prospects. One example is the leaflet published 
by the Brokers Institute: “Why the Realtor’s Exclusive 
Listing Plan is Best for You.” Another example is the 
“No Vacancies” pamphlet which first appeared in 
Reader's Digest. 

Now we get down to some of the final phases of 
institutional advertising. We haven't used some of 
them, but they are worth investigation. 

Today we have television. I know it is expensive 
and probably wouldn't pay for evervday use. But why 
not look into it if it’s available in vour citv? We found 
that for $10 per minute we could get our message on 
the air to 50,000 listeners over a local station. 

Specific advertising the lifeblood of our business 

produces very definite and prompt results. It puts 
a dollar in your pocket immediately. It identifies the 
real estate man as a specialist in the type of property 
he is advertising. 

\ll of you have tried the daily newspapers. You have 
tried the wecklies. I wonder how many times vou have 
thought about, for example, the Medical Journal in 
connection with those properties which would appeal 
to a doctor? And how about the classified columns of 
your local or state association bulletins or the classified 
sections of national trade magazines that go to the 
real estate men? If vou are looking for broker co 
operation, these are the best media I know. 


Hampton Village — 


(Continued from page 25 


viewed thousands of applicants for space in the Vil 


lage. He once interviewed 2500 applicants to. select 


20 lessees. He seeks retailers 25 to 35 vears old, con 
siders only those with aggressive policies and who 
have access to leading brands. Leases have been can 
celled when dealers failed in this respect 

To keep out “merchandising vultures,” who would 
seek to profit by other merchants’ promotional efforts, 
Mr. Brinkop requires that each lessee agree to an al 
lotment of 19% of gross sales to a group advertising 
fund. Boulevard Frontage Company, of which Mr. 
Brinkop is president, contributes 25°, to the fund. 

All space in the Village is rented on a percentage 
lease agreement with a minimum guarantee. 

A variety of promotions have been planned by the 
Village’s public relations department. These will in 
clude seasonal festivals, county fairs, book reviews, 
stvle shows, cooking schools, lectures on child care 
interior decoration. 

Signs are standardized for the sake of “characte: 
and ethics.” No neon signs are allowed, but spotlights 
at strategic points illuminate the Village at night. 
Leases require merchants to keep their window and 
interior fluorescent lights on until midnight, thus 
giving the center a uniform eflect. Rigid restrictions 
are also enforced on merchandising and display prat 


tices. 
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® Arizona Economy House 


beautifully-finished — plywood 

interior, old oak beams on 
the ceiling, careful utilization of 
space, and a low price of $3,200 is 
providing a solution to the acut 
housing shortage in Globe, Ari 
zona. 

The one-bedroom house shown 
on this page was planned by real 
estate and other business men to 
sell with a $250 downpayment and 
monthly payments of $25 unde 


give your customer 


---@ choice 
' TT ae 








precision factory construction. 


Approved for F.H.A. and G1. Loans. 


For more information write now to... 


GENERAL TIMBER 


WEYERHAELSER 
ANEL,HOMES / 


SERVICE 


FABRICATING DIVISION . 


NATIONAL REAL Estate AND BUILDING JOURNAI 


Weyerhaerser PANEL HOMES 


Now, you can give your new home High quality homes at relatively 
prospect 15 standard panel homes low cost—designed and fabricated 

to choose from. Offer him speedy by Weyerhaeuser — America's 
erection, amazing flexibility of greatest name in lumber. Dealers © 
design, seasoned pre-war lumber, preferred within 500 miles of 
all the advantages and savings of Dubuque, lowa. 


- DUBUQUE, IOWA 


FHA Title I. Already 26 of the 
houses have been completed and 
two new subdivisions have been 
planned for 50 more homes. 

The houses are built of pumic 
block and have US Gypsum tab 
strip shingles, panel ray heaters, 
Vile-Tex asphalt floor tile. The in 
terior is finished in Weldex combed 
plywood. Plumbing fixtures are 
American Standard and_ Sears 
Homart. 





\ feature of the house is that 
future bedrooms were planned on 
the original blueprint so that they 
can be added when desired. Clos 
ets are space-savers because one 
partition serves for the back of a 
closet and the back of library 
shelves in the 10x14-foot living 
room. 

A similar home with two bed 
rooms also is being built to sell for 
$4,500, monthly payments of $35 
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By BERT V.TORNBORGH, CPA 
a WAS EXCHANGED by 


a taxpayer for another mort 
gaged farm plus cash. He did not 
agree to use the cash to pay off the 
mortgage. Therefore, said the Tax 
Court in a somewhat peculiar opin 


ion, he realized gain on the ex 
change to the extent of the cash 
received .. . 


LESSEE MADE IMPROVE- 
MENTS on rented property, later 
destroved by fire. Under 
see had option to use insurance 
proceeds to replace the improv 
ments. On these general facts Tax 
Court found the insurance pro 
ceeds to be taxable as capital gain, 
rather than ordinary income. (Case 
of Meredith, TC 495, CCH 7251.) 

“ARE PART-TIME FARMING 
EXPENSES DEDUCTIBLE?” in 
quires a reader. That depends, 
generally speaking, on whether 


lease, les 


farm is operated on a bona fide 
basis that presumably might r¢ 
turn profits, in which case farm 


operating losses would be deduct 
ible, whether or not the owner has 
other interests or employment els¢ 
where, and he need not personally 
tend the farm. However, if it is a 
question of “sentleman farming, 
where a country home or an es 
tate masquerades as a farm ton 
purposes of taking tax deductions 
but otherwise has no carmarks ol 
a “farm”, it likely that the 
deductions will stick 


PERSONAL HOLDING COM 
PANY received rentals from part 
nership company’s 
stockholders. Such rentals, 
said the Court, were personal hold 


Is not 


COMpPose dol 
two 


10 


In this same 


income. 
case failure to file special holding 


ing company 


company return was attributed to 
advice of a firm of tax consultants 
and accountants and Court ruled 


failure-to-file penalty did not ap 
ply. 

TAXPAYERS WITH NO 
BOOKS or generally inadequat 
records should not delude them 
selves that they are “making it 
tough” for the Treasury to deter 
mine where they stand, taxwise. 
They are merely giving themselves 
a hard time. 


This is so large ly because unde: 
Section 41 of the tax law the Treas 
ury is empowered to compute a 
taxpayer's Income in such manne 
as in its opinion clearly reflects the 
income. Unexplained bank depo 
its mav be construed to be 
and taxed, unless the 
proves otherwise. 

\ method often used and as of 
ten upheld by the Courts is by 
reference to the increase in a tax 
paver’s net worth during any on 
tax vear. For instance, a taxpavel 
with littl 
name and reports low income for 
the vear but 


Micon 
tax pave ! 


who starts a Veal to his 


winds up the vear 


with a new house and an expen 
sive car, has some tax-explaining 
to do. OF course, if an aunt died 
and willed him the house and the 


car, that’s all right. AIL he needs 
do is to identify the aunt and pro 
cluce the will. 

\ taxpaver whos« 
tirely 


mcome ms cn 


from rendering — personal 
services or trom farming Is exempt 
from. the requirement ol keeping 
books but he looks lik 


too, if it 
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he received more than he report 
ed, will have to explain and per 
haps have the Treasury 
struct” his taxable income 


from various sources. 


DEBI 
sue in extension 
carried provision tor cancellation 
of certain rent arrears if and when 
current rents were promptly paid. 
This, said the Court, did not pre 
vent the lessee from deducting en 
tire amount of current rentals as 
business expense. 


DEPRECIATION AT IN 
CREASED RATES claimed 
company longer 
hours of operation and necessary 
mployment of unskilled. person 
nel. But these factors, ruled the 
Court, were not of themselves suf 
ficient grounds for upping straight 
line depreciation rates. 


ARE RENTS PAID TO 
STOCKHOLDER DEDUCTIBLE 
by the paying corporation? 

The answer is 


“recon 
for him, 


FORGIVENESS 


where 


Was 15 


case lease 


was 


because ol 


ves, so long as 
and in no 
sense a disguised dividend-payment 
or other distribution of — profits. 


\ny excessive part of such rentals 


the rent is reasonable 


are consid re d divide nds. 

In a recent stockholder 
bought and as 
part of the 


CAs 
corporal assets 
transaction agrecd to 
them back to the corpora 
tion. Court held entire rental pas 


were 


lease 


distribution of 
deductible to the 
ration, saving that unless a sale and 
leaseback valid 
there can be 
lor rent deductions. 


ments carn 


nes, not corpo 


scrve a corporal 


purpose no allowance 
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“THE PERFECT HOME MAGAZINE 









isa Very Good Form of 


+ 39 


Indirect Advertising, 


SAYS TACOMA REALTOR 























H. F. Syford, president of R. E. Anderson 
& Co., Inc., Tacoma, Washington, has 
an enviable record of community achieve- 
ment. During his career, he has served 
as president of the Tacoma Real Estate 
Board, State Association of Real Estate 
Boards, Downtown Association, Tacoma 
Appraisal Committee, Tacoma Apartment 
House Association, State Association of 
Young Men’s Business Clubs. The com- 
pany specializes in real estate, property 
management, mortgage loans, insurance 


eee BELIEVE distribution of The Perfect Home Magazine is a 
very good form of indirect advertising,” says H. F. Syford, 

president of R. E. Anderson & Co., Inc., of Tacoma, Washington. 

“Being an old established firm of high repute we feel that 

bold and obviously commonplace advertising is not expected 

by our more exclusive clientele, but through The Perfect 

Home we can keep our name before them. 

“We have received a number of requests for this 
magazine from people who, casually coming across a 
copy, are interested further. We believe its recip- 
ients find it interesting reading . . . the pictures 
portraying some enlightening and_ original 
ideas, at the same time keeping our name in 
front of those we serve — or hope to serve. 

“In making up our distribution lists we 
consider those most likely to be inter- 
ested; those contemplating the pur- 
chase or sale of a home; likely 


prospects for our office generally (including property manage- 
ment, insurance, and the like), as well as those with whom we 
have done or are doing business. The Perfect Home keeps us in 
mind by this group. 

“Our experience with The Perfect Home has been a very satisfying 
one. We and our clients enjoy the magazine very much — its pictures, 
suggestions, and editorials. We are really delighted with the way in 
which our distribution lists have been handled, and we hope to continue 
advertising through this source, together with other Tacoma sponsors, for 
many years to come.” 

And we take sincere pleasure in passing along to you Mr. Syford’s plaudits. 
His enthusiasm for The Perfect Home is shared by leading real estate, financing 
and home building organizations throughout the nation. 

We like to think such praise is the logical result of our conception of what The 
Perfect Home should be and do for its sponsors. We approach its preparation with 
the same attempt at thoughtfulness, beauty of handling, quality and authenticity 
which characterizes the finest magazines of today. Our experienced staff combs the 
country for the best in home design, construction and decoration — and we endeavor 
to present this as the sponsor’s own story. The Perfect Home Magazine is national 


pt hI I { | , in scope but local in application. 
: = The low cost of sponsoring The Perfect Home is achieved by spreading editorial 
Hf) Mh » and preparation costs among its nation-wide list of users, and its local reproduc tion 


and mailing costs among local reliable building factors. 

A limited number of franchises — exclusive, annual, renewable — are available 
to established organizations of unusually high qualifications. Address your in- 
quiry to 


STAMATS PUBLISHING COMPANY 
Cc E D A R R A PIDs , 1 ow ia 
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DO YOU NEED 
Real Estate 


SIGNS 


When You Do, Always 


BUY THE BEST 


They Cost No More Than 
Ordinary Signs—and They 
Give You More for Your 
Money. 


IT WILL PAY YOU TO ALWAYS 
TT! 











1 Ul omembeor The lame 


Cy RERIIAN 


Low 
cosT for 











Largest Exclusive Manufacturers 


of Real Estate Signs in America 





SEND FOR LOW PRICES TODAY 


NOTE: Use Your Letterhead 
When Writing Us, Please. 











HERMAN SIGN COMPANY 


5353-55 Walsh Street 
St. Louis 9. Mo 


| 
| 
AF FALIaw+»rs 
! 
| 
| 





MEMBER 


Sv. Louis Rear Estate Boarp 














aso all sides are coming re 
ports of the lower construction 
costs of this season. The Wall 
Street Journal, last month, made a 
10-city. survey of builders and 
found decreases ranging from 5‘ 
to 25°, over a year ago high 
lighted by reductions in plumbing 
and electrical contracts, and many 
instances in which materials deal 
ers are sharing their commissions, 
or cutting their profit margins to 
15% and 20% as against 25°% of a 
vear ago. In New York an industry 
committee announced that con 
struction costs are down 10° to 
5°> in that area. F. W. Dodge 
Corporation believes the drop is 
less than 10°) to 15°, and that fon 
the nation as a whole, a decline of 
about 5°, has become ctfective. 


Miss encouraging sign in 
| home building are the in 
creased home starts as the season 
advances. Although falling behind 
last year in the opening months of 
1949, May came through with 
95,000 units put under way. This is 
only 5°, below the record 100,000 
starts of Mav, 1948. For June early 
returns indicate this vear will ex 
ceed last vear. For the first five 
months of the vear, total starts were 
15,000, a decline of 10°, from last 
veal a far better showing than 
was forecast a few months ago. 


My of you have had exper 
| _ience with salesmen who 
haven't known what it is to sell in 
a competitive market. Possibly, 


also, vou have had experience 1 
cently with college graduates wl 


ri 


if? 
haven't known what it is to erow 
up ina competitive economy. Most 
students these davs have never had 
to seck a job the job has sought 
them. Now thev are not. finding 
jobs so plentiful, and = their b 

havior is interesting. In our office 


last month we had one applicant 
openly admit) that his political 
philosophy was left of center, and 
he did not know if he could) be 
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happy working for people who b« 
lieved in a capitalist economy. An 
other confided that he didn’t think 
building or selling houses was an 
interesting field, and that he prob 
ably would be bored by working at 
it. Another applicant this one 
secking summer work said, “It's 
a fine state of aflairs when a man 
can't get summer work in his chos 
en ficld of endeavor.” These voung 
men, out of step with the times, 
can be excused because of thei 
vouth. They'll learn the hard way 
lougher times do have their com 
pensations in bringing all of us 
down to earth. 


second best doesn’t count. But 
there is some modicum of satistac 
tion to realtors and home builders 
that the vote on public housing in 
the House was so close. For a time 

during the vote on the public 
housing amendment it appeared 
that ultimate victory would go to 
the forces of private enterprise. ‘The 
narrow margin should give us all 
heart in the belief that once the 
body politic understands the full 
socialistic import of subsidized 


¢ POLITICS as in poker being 


housing, the spread of the infection 
can be stopped We must keep up 
the fight. 


\ TE LIKE the wav President 
\ led Maenner of NAREB an 
swered point - by - point Truman's 
latest blast against the so-called real 
estate lobby. In a publicity release 
Mr. Maenner pointed out that even 
the public housing bill's supporters 
concede that the bill commits an 
expenditure in excess of $19 bil 
lions. that the per unit cost authon 
ived would be $15,000 per unit, that 


the bill is phrased so it will not be 
necessary to house the poor, or a 
tuaily to clear shoms, that it wil 
give unlimited power to politicians 
and that) private industry is pro 
viding housing within range of all 
income brackets 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


@ALBANY, N.Y. 
Picotte Realty, Inc 
120 Washington Ave 


e@DENVER, COLO 


Garrett-Bromfield & 
Company 
Security Building 


@DENVER, COLO 
V. J. Dunton Realty 


«a. 
400-10 Midland Sav- 
ings Bldg 





—* ILLE, 
TE! 


Ric ends Real Estate 
Co 


722 Market St 


FOR EXPERT 


@NEWARK, N.J 
Van Ness Corpora- 
tion, Realtors 


@NEW YORK, N.Y 
Fass & Wolper, Inc 
7 East 42nd Street 
Main Street Proper- 


ties Anywhere in the 
U.S.A 


e TOLEDO, OHIO 
Schuster & Co. 
George E. Schuster 
Gardner Building 


e@WICHITA, KAN 
Russ Prater Com- 


pany 
137 North Main 


APPRAISAL SERVICE 


e@COLU MBUS, OHIO 
William P. Zinn & 
oO 
$7 North Third St 


@eCONCORD, N.H 
William E. Sleeper 
Realtor - Appraiser 


@EAST ORANGE, 
N. J 


Godfrey K. Preiser, 
M.A.I. — S.R.A 


1 N. Harrison St 


@ MINNEAPOLIS 
MINNESOTA 
Norman L. Newhall 


M.A. 
519 Marquette Ave 


@MINNE ar. Is, 
MINNESOTA 


J. F. Sutherland, 
M.A.I 


17 East 24th Street 


@NEWARK, N.J 
Harry 4 Stevens, 


M.A 
478 € we Avenue 


@NEW YORK, N.Y 
Henry Waltemade, 


Inc 
469 East 149 Street 


@NEW YORK, N.Y 
Scientific Appraisal 
Corporation 
7 East 42nd § 
$200,000 values and 
up only 


@ PHILADELPHIA, 
PA 
Richard J. Seltzer, 
M.A.I 


12 South 12th Street 


est. LOUIS, MO 
Oto J. Dickmann, 
M.A.I 


FOR IDEAL 


STORE LOCATIONS 


@ ALBANY, N.Y. 
Picotte Realty, Inc 
120 Washington Ave 


@AUGUSTA, GA. 
Sherman- Monntrest 
Realty Co. 
801 Broad Street 


@ BALTIMORE, MD. 
B. — Richards, 


Morris Bidg. 


eCINCINNATI, 
OHIO 
Robert A. Cline, 
nc. 
1027 Enquirer Bldg 


@DES MOINES, IA. 
Donahoe Investment 
Co. 
Retail, Wholesale, 
Industrial 


@ KANSAS CITY, 
MO. 


Moseley & Company 

Retail, Wholesale 

Industrial 

Suite 1111, Insur- 
ance Exch. Bldg 


@NEW ORLEANS, 
LA. 


Leo Fellman & Co 
829 Union Street 


@OKLAHOMA CITY, 
OKLAHOMA 
H. F. Brad " 
Fidelity Bidg. 

cont. AHOMA 

CITY, OKLA. 
Jj. B. Klein, inc 
804 Southwest Sec- 
ond St. Retail, 
Wholesale, Indus- 
trial 


eOKL seoenc ITY, 
——- HO 


Tom Seinen = 


304 Local Bidg. 


eST. LOUIS, MO 
Isaac T. Cook Co. 
1818 Arcade Bidg 


@SARASOTA, FLA. 
Don B. Newburn 
144 So. Pineapple 

Ave. 

@WASHINGTON, 
D.C. 

Shannon & Luchs 
+0. 

1505 H Street N.W. 


FOR PROPERTY 


MANAGEMENT 


@ ANDERSON, IND 


A. L a Kee, 
( 
eaten rson Banking 


e@COLUMBUS, OHIO 
William P. Zinn & 


o 
47 North Third St 


@DENVER, COLO 


Garrett-Bromfield & 
Company 
Security Building 


@DENVER, COLO 
\. J. Dunton Realty 


Co 
40-10 Midland Sav- 
ings Bldg 


@DETROIT, MICH 
Kamil Management 
Company 
704 Transportation 
Building 
Established 25 years 


@ JACKSONVILLE, 

FLORIDA 
Mal Haughton, Jr 
W. Bay Street 


@NEW ORLEANS, 
‘ om 


ies A. Bourgeois 
‘is Teenie St 


e TOLEDO, OHIO 
Schuster & Co. 
George E. Schuster 
Gardner Building 


@ TOPEKA, KAN. 
Greenwood Agency 
108 East Seventh St 


FOR FARMS 


AND RANCHES 


@DENVER, COLO. 
\V. J. Dunton Realty 


@LOS ANGELES, 
‘ALIPF. 


FOR CHAIN STORE 


LOCATIONS 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 I lamiton St 





@eCOLUMBUS, OHIO 


William P. Zinn & 
20. 
37 North Third St 


om —~— TADY, 


. C. Blase, 
434 State St 


@ TOLEDO, OHIO 
be + td E. aoe 


618- oe iodine Ave 


FOR INDUSTRIAL 
SITES & PROPERTIES 


@ALBANY, N.Y 
Picotte Realty, Inc 
120 Washington Ave 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 Hamilton St 
“Specializing East- 
ern Penna.” 


@BATON ROUGE, 
LA 


George C. Chambers 
406 Roumain Bidg 


eCOLUMBUS, OHIO 
William P. Zinn & 


Company 
37 North Third St 


@eCONNECTICUT 
AND VICINITY 
Nathan Herrup, In« 
61 Allyn St 
Hartford 


@DODGE CITY 
KANSAS 
Burr-Hancock, In 
P.O. Box 87 

@e INGLEWOOD 
CALIF 


Emerson W. Dawson 
P.O. Box 555 


@KANSAS CITY, 
MISSOURI 
Moseley & Com: 
Retail, Wholesale, 

Industrial 
Suite 1111, Insur- 
ance Exch. Bidg 


@ MOBILE, ALA 
Thos. M. Moore 
Industrial Site Spe- 

cialist 


eOKL plenssa, 
CITY, OKLA 
J. B. Klein, Inc 
804 Southwest Sec- 
ond St. Retail, 
Wholesale, Indus- 


tria 


@OKLAHOMA CITY 
OKLAHOMA 


Tom Pointer Co 
304 Local Bldg. 


eST. LOUIS, MO 
Otto J. Dickmann, 
M.A.I 


1861 Railway Ex- 
change Bidg 


eST. LOUIS, MO 


Henry R. Weisels 
Company 
318 North Eighth 


@SAN JOSE, CALIF 

Thos. L. Mitchell & 
Company 

97 E. Santa Clara St 


@ SCHENECTADY, 
N.Y 


R. ¢ 


Blase 
434 State St 





Rates for 


Advertising 
In the “Consult These Specialists” 
Department: 


( —— 4 Se California-Nevada and 

8 , 400-10 Midland Sav- Company ane 

wap any ge ings Bldg 412 W. 6th Street oo, 7 $3.00 

2 lines 6 issues $3.50 

oneene 4 2 lines less than 6 issues $4.00 





@ FOLEDO, OHIO 
Howard W. Etchen, 


Biscoe Griffith Co 
—Since 1914— 

214 Union Street 
Tenn. - Ky Ala 


a ce RIDGE, Additional lines, 50 cents per issue 


No charge for citv and state lines 








A R. S. Choate 
Ftchen-Lutz Co 201 W. Second St 











WORLD'S FOREMOST 
MANUFACTURER OF 
BEAUTIFUL HOMES 


Distribution is through local, franchised, Gunnison Dealers whom we 


train to handle Sales, Financing, Erection and Service. 


Inquiries are invited from those having sound financial standing and 
excellent references. For complete Dealer information write to New 


Dealer Division No. 3, Gunnison Homes, Inc., New Albany, Ind. 


UNITED STATES STEEL @s) CORPORATION SUBSIDIARY 





